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INTRODUCTION 


r NHERE never was a time when there was a greater 
demand for a thoroughgoing, well-balanced Course 
of Training in Salesmanship in which all essentials 

are adequately treated. Such a system should be com- 

prehensive; it should be exact and justify claims of final- 
ity; it should get very much closer to the salesman than 
is ordinarily done. 


We believe these requirements have been met in this 
new system of instruction which takes the place of our 
former course of study. The latter has been eminently 
suecessful as a contribution to the Science of Salesman- 
ship, and in the manner in which it has trained thousands 
of men in the Art and Science of Selling. 


The National Salesmen’s Training Association is satis- 
fied with nothing less than the best service it can render. 
In doing that for its large student body it is likewise 
serving the great business world in securing the better 
distribution of its products by more efficient salesman- 
ship. 


This new course is the expression of that purpose. 
From every standpoint it is the last word on the sub- 
ject. It brings the Science of Salesmanship to the most 
exact statement of its principles. 


The fundamentals of selling are the same, but there 
is a vast difference in the manner in which they are 
unfolded so that the salesman can give them their best 
application. That the best development and application 
have been accomplished by this new system of training 
will be evident to those who give it a critical examination. 
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During the past several years great changes have taken 
place in the attitude of the business world to the science 
of salesmanship. The surprising thing is that training in 
these principles had been ignored for so long a time. 
Other professions and vocations have recognized the abso- 
lute necessity of training for efficiency. But in this 
respect salesmanship had been very greatly neglected. 


Today, however, prominent educators, realizing the 
need of definite instruction in this regard, advise adding 
salesmanship to the list of subjects taught in our schools 
and colleges. The reason is obvious. Thousands upon 
thousands of young men and women graduate from the 
schools without even a rudimentary knowledge of per- 
sonal efficiency, and yet these people must sell their serv- 
ice in the line of endeavor which they expect to follow. 


More and more the intelligent business man is looking 
upon training in these principles in the same hght that 
he regards training in every other field. This is a sensible 
attitude. Salesmanship is no more an exception to the 
rule than would be any other profession. 


The purpose of this training in salesmanship and per- 
sonal efficiency is to enable ambitious men and women to 
find themselves, to afford them the opportunity of self- 
improvement, and thus become suecessful, scientitie busi- 
ness producers. 


Such a course of instruction should combine three essen- 
tials—Aceuracy, Completeness, Adaptability. It should 
first commend itself to the student’s critical judgment, 
win his confidence and become an authority to him in its 
scientifie correctness. 


As to completeness, it should treat every vital prin- 
ciple. The subject should be thoroughly eovered. There 
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are but a few fundamental factors in selling, but these 
must be considered from many angles and in their vari- 
ous inter-relations. 


It should be adaptable. However accurate and com- 
plete it may be, if not practicable, its value and efficiency 
would be impaired. In the measure in which it lacked in 
practicability it would not be usable. 


We claim for this course of instruction these three 
requisites: it is accurate, complete, adaptable. 


The diction satisfies every critical demand and yet is 
capable of being understood by any person of average 
intelligence. 


Among the many merits of this system is one of excep- 
tional value, i. e., the practical illustration of the prin- 
ciples. The student has set before him in concrete form 
his dealings with the prospect and the handling of the 
problems of selling. In other words, he is face to face 
with the customer watching the scientific methods 
employed in making the sale. 


So perfectly is this illustrative procedure conducted 
that this system, in this respect, stands alone. It adds 
to the study a fascination and interest and imparts a 
living, personal touch not found in other courses. 


To produce such a system we secured the ablest writers 
along these lines. It required men who are experts in 
their understanding of the psychology of salesmanship ; 
who are thoroughly familiar with the problems and 
processes of field operations and organization; who have 
had a wide experience in the training of salesmen and 
who understand their needs. In addition to these things 
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it required men who were fully competent to build such 
a course, who could give it the proper structure, analysis 
and literary form. 


At the head of the staff of men who collaborated with 
me in the preparation of this course was Mr. Arthur G. 
Taylor. Mr. Taylor, who likewise collaborated with me 
in the preparation of our former course, needs no intro- 
duction. He is well known in this field by his Sales 
Manuals, Store Manuals, his various writings on salesman- 
ship and business subjects and as lecturer along these 
lines. He is also author of a nationally known course in 
Industrial Management Efficiency. 


Also associated with me on this staff in an important 
capacity was J. R. Kaye, Ph. D., LL. D., author of his- 
torical and literary treatises and a specialist in the field 
of philosophy and psychology. His wide experience in 
handling large sales forces, training men in various lines 
in the principles of selling, organizing field operations 
throughout this country and extensive lecturing on the 
science of salesmanship, abundantly qualify him to bring 
to this course of instruction the very best that can be 
given along these lines. He has traveled widely over 
Europe and the Orient and is thoroughly acquainted with 
the commercial and economie conditions of these coun- 
tries. 


Liberal services were contributed by a large group of 
other men, each of whom is a specialist in his iine; to 


these as well as to my own associates and assistants, I 
extend my sincere thanks and commendation. 


These men who have assisted me in this comprehensive 
survey of the field of selling are a sufficient guarantee of 
the completeness and thoroughness of this system of 








Introduction 9 


training, and it is with perfect confidence we submit it to 
the public and. to those interested in salesmanship as a 
profession. 

The careful and scholarly treatment of this subject 
justifies us in acclaiming this system a wholesome con- 
tribution to the literature that makes for success. 

It is not only an unusual, up-to-date presentation of 
the facts and principles of salesmanship, but is a liberal 
education in its wide range of general information and 
the broad educational lines along which it is written. 

You are pursuing a course in salesmanship that is 
masterly and covers the whole field of selling. It is an 
exact treatment of the basic factors of salesmanship. 

You want to make yourself the most efficient salesman 
possible. You realize there are certain things that you 
must know and must be able to apply if you would attain 
the greatest success. For example, in your work of sell- 
ing you want to know and be proficient in the following 
things: 

How to find and approach the prospect. 

How to distinguish the various types of prospects and 
appeal to their buying motives. 

How to analyze and present the proposition. 

How to meet and overcome objections. 


How to conduct the selling process that actually sells 
the goods. 
How to close the deal. 


How to analyze the market possibilities of your prod- 
uct and discover new channels of distribution. 
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How to analyze and build up your territory. 


How to back up your firm and assist the dealer in 
securing rapid turnover. 


How to execute a selling-by-mail plan, and write strong 
sales letters. 


How to organize and manage a force of salesmen and 
put over effective sales campaigns. 


This system of training is the key to these situations, 
the solution of these and many other problems. If you 
are selling you realize that your mistaken methods have 
lost money for you. You have worked hard and have not 
much to show for it. You have failed to analyze prop- 
erly some of these fundamental elements, you want to 
stop ‘‘slipping’’ and you are determined to make the 
grade. You have ability and ambition but you have not 
been able to give them the right direction and bring them 
to their highest earning power. 


You have as much native ability as other salesmen 
whom you know, but they may have left you to bring 
up the rear. You want to stand shoulder to shoulder with 
them in the front line of business suecess. 


This course of instruction is prepared for you. It gets 
back of you to prevent the slipping and earries you on to 
your goal. You may have been handling prospects in an 
unscientific way, using the same stereotyped approach and 
may have been following mistaken standardized forms 
of selling. 


These instructions will enable you to break up such 
uniformity and will unfold a new order of things. Your 
sales may have been running only twenty-five to fifty 
per cent of what they might be. 
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You will not follow this course of training very long 
before you will discover how you were running on the 
ties and not on the rails. It will set before you the 
relation of the selling process to the closing of the deal. 
You have approached the closing braced for an ordeal 
that has caused fear and uncertainty, and the deals have 
not been closed. 


These studies will point out the mistakes you have 
made in these situations and will show you how to raise 
your ability to 100 per cent of selling power. You may 
not have been using 40 per cent of your real selling ability 
because it has been misdirected. 


We have done everything possible to cut down your 
liabilities and to increase your assets. In these instruc- 
tions you see the efficient salesman at work. You observe 
what he does and hear him talk and you learn the secret 
of his success. The thing is so simple, so natural, that 
you wonder that it was so easy for you to miss the way. 
You will grasp the idea as soon as you see it and your 
whole order of selling will be revolutionized. From that 
moment your work will be a delight. It will attract and 
not distract you. 


No expense has been spared to make this system of 
training the best investment you will ever make. Every 
principle it sets forth has been tested and weighed. 


Over a period of years we have secured the views and 
methods of thousands of sales managers and experts in 
dealing with the various problems of salesmanship. These 
men on the firing line have given the very best of their 
experience from the standpoint of practical field oper- 
ations. More than one thousand sales managers were 
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directly consulted in the preparation of this particular 
course and the experiences and suggestions of over one 
hundred thousand members have been weighed and con- 
sidered in the development of our training material and 
methods. 


In pursuing this course of study the following facts 
will commend themselves to you as an intelligent student 
of salesmanship alive to your own best interests. 


1. That so worthy a course of instruction is worthy of 
your best endeavor in the mastery of this science. 


2. That it is a test of character to engage in such a 
study and pursue it to the end. It is the man who 
does a clean work and completes his task who lays 
the foundation for a successful career. 


3. That a definite time should be devoted regularly to 
the course. Little benefit is derived from a loose, un- 
systematic method of study, laying the subject aside 
for a brief time, thinking that ‘‘some day’’ you will 
take it up again. Let this habit of unsteadiness and 
procrastination once get the mastery, it will follow 
you through life. 


4. That each section should be thoroughly mastered be- 
fore taking up the next. 


5. That a principle is not really learned until it is applied. 
Application is the final test of accuracy. Put the 
principles to work, otherwise they can be of no service 
to you. 


6. That there is no royal road to knowledge or to success. 
The men of high achievement won success by honest, 
intelligent, persistent effort. 
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To you personally, we extend our greetings and assure 
you of our hearty cooperation in pursuing this system of 
training. We are at your service at all times to render 
you every assistance looking to your own best develop- 
ment and greatest efficiency in Salesmanship. 


NATIONAL SALESMEN’S TRAINING ASSOCIATION 
J. E. GREENSLADE, President. 
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SECTION I 
YOUR GENERAL INTELLIGENCE 


ALESMANSHIP is the result of self-realization. By 
S freeing yourself from the lmitations to which you 

eling you will open up for yourself boundless possi- 
bilities in the selling field. 


You are an individual—a personality of great influence 
in that process known as the sale. This you may or may 
not admit. 


You may have underestimated your real worth in sell- 
ing. Wrong notions prevent all of us from realizing actual 
values. Experience proves that careful examination of the 
most commonplace things reveals values that we rarely 
suspect. A penny profit presents possibilities of great 
wealth. Heat applied to water sets powerful machinery 
in motion. It is claimed that a speck of dust contains 
power enough to blow up the earth if its energy were set 
free. What we often consider unimportant unfolds many 
wonders as we get at the facts. 


So it is with the opinions of our own abilities. As a 
general rule, we distort and exaggerate our private opinions 
of ourselves. Hither we under-estimate our own value and 
‘‘oet stuck in a rut,’’ or suffer failure and discouragement 
as a result of neglecting the facts. 


Now, as you sit down to examine your REAL SELF, 
the Self that is to be the REAL SALESMAN, east aside 
all prejudice. Examine your own experiences with one 
central thought: To know your Real Self, regardless of 
the consequences. 
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Face the truth and you will always discover something 
that may be improved. On the other hand, you will dis- 
eover possibilities heretofore unknown. It is merely a 
matter of knowing how and where to direct your attention. 


‘“‘Know Thyself’’ has been a byword for centuries, but 
practical methods of accomplishing this have been lacking. 
Your school education did not give it to you. Family train- 
ing failed to provide a formula. Religion has been deficient 
in this respect. 


You who have lived with yourself from the beginning, 
aware of the ideas that have accumulated during the years 
of experience since your birth, do not yet know yourself! If 
this seems to be a strong statement, consider the following 
questions : 


How often have you been a riddle to yourself? 


How often do you discover yourself in the act of doing 
something against your best judgment? You catch your- 
self planning the impossible, wishing the impractical, and 
imagining things that to you are childish—yes, foolish! 


Why do we all do these things at times? Why are we so 
unbalanced in our actions, failing to make the best of our 
best powers? 


Is it natural for human beings to be inconsistent? Per- 
haps so, but this can be done away with to a large extent 
if you know how. 


The ‘‘top-notch’’ salesman is merely a man who knows 
himself well enough to reduce such human weaknesses to 
a minimum. And that is the main object in making this 
study of your personality. 


You find it easy to judge the other follow and point out 
his faults, but you are often blind to your own faults. 
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When foreed to acknowledge a fault, you are; perhaps, 
merciless in condemning yourself, and this in itself is a 
fault. 


TO CORRECT A FAULT IS MORE CONSTRUCTIVE 
AND PROGRESSIVE THAN TO WASTE YOUR TIME 
IN SELF-CONDEMNATION. 


To excuse your faults lightly, making no effort to correct 
them, means another failure to progress. 


But let us proceed to our task. Keep a sheet of paper 
before you and make notes on the questions that are asked. 
Answer them as you think they apply to you, realizing 
how easily prejudice may lead you to compliment or con- 
demn yourself. Be fair with yourself. Keep an open 
mind. View each question as if it concerned someone else, 
use calm and deliberate judgment. Play the game honestly. 


This study of your Real Self concerns you and you only. 
It is designed to develop your selling ability. It will not 
embarrass you in any way unless you discuss the subject 
with other people. 


Always answer the question asked before studying the 
reading-matter following it. In this way you can check 
up on the accuracy of your answers and as you proceed 
you will soon become skillful in judging your Real Self. 


To begin with, turn back the leaves of your book of ex- 
periences. Let your thoughts drift back to your school 
days, to your memories of the time in your childhood when 
so much was mysterious to you. We start with the school 
period of your life, because it was at this time that your 
opinions were formed regarding many fundamental mat- 
ters. 
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A salesman may be self-conscious because he acted in 
the same way when he was a child in school. Another may 
be a bully because of early influences in his childhood. If 
you were a quiet, timid child, you viewed both the school 
and your teacher with awe, the awe of authority. If you 
were an independent, aggressive youngster, you braced 
yourself sullenly for a tilt with those who were apparently 
bent on interfering with your freedom. 


Depending upon your attitude and the ability of your 
teachers, your interest was either aroused or stifled, at 
least as far as education was concerned. Your schooling 
shaped the nature of your opinions. You were told that 
certain things were so and were not allowed to understand 
why they were so. You took it for granted that you were 
hearing nothing but the truth, because of your respect for 
the school, impressed upon your mind by parents and 
teachers. 


Many of these early opinions have become so ‘‘set’’ in 
your thoughts that you still accept them without question. 
Think of the salesmen who depend upon ‘‘pull’’ or the 
influence of friends to put over a deal. They are so busy 
depending upon the help of others that they neglect the 
important factors that actually make the sale. Such men 
have leaned upon their family and friends since childhood, 
and they naturally expect the world to conform to their 
early experiences. 


Habits of this sort furnish us with some of the big reasons 
why men fail to take advantage of the marvelous oppor- 
tunities that lie all about them. By falling into the rut of 
some old idea planted in his mind, through some past ex- 
perience, the salesman withdraws his efforts just when he 
might be effective, if he would only go on. 
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The successful salesman constantly uses all of the forces 
of his personality deeply tucked away within himself. Let’s 
get at this inner man and release him for useful and enthu- 
siastie work. Let us remember that the salesman sells him- 
self as well as his goods and that the actual results will be 
in proportion to the development of his Real Self. The 
undeveloped personal resources of each of us are incaleu- 
lable. 


Ease or Difficulty in Learning 


Question. Did you acquire your knowledge without 
effort ? 


If you learned easily, if you found it unnecessary to 
study much in order to keep up your work in school, you 
acquired your knowledge in a loose, ineffective manner. 
You did not really learn. You merely held a fleeting im- 
pression long enough to answer the questions put to you. 


‘“Hasy come, easy go.’’ This is the fate of many a so- 
ealled brilliant scholar. You can recognize the type in 
the salesman who works like a ‘‘flash in the pan.’’ He 
uses all his ammunition for a single shot and has little 
left to go on. 


How many brilliant pupils in your school made a success 
of life? Where are they now and what are they doing? 
If you can think of one who has made his mark in the 
world, you are thinking of an exceptional case. The general 
rule is that brillianey goes hand in hand with shallow 
thinking. 


If you are one of those who learns too quickly, merely 
cramming or memorizing a list of facts, make up your mind 
to exchange this method for one more reliable. Give your 
mind time to absorb the details of anything you are study- © 
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ing before you jump to the conclusion that you know all 
about it. 


An athlete would not venture to runa race without a 
study of form and plenty of preliminary practice. Like- 
wise, the salesman cannot expect to win his race without 
a careful study of the methods he is to use in the situations 
that arise in active selling. 


Just stop to think now! If you learned quickly in 
school, are you using the same method in the larger school 
of life with its varied activities? Are you using this 
method in studying salesmanship? If so, you will not 
know anything well. You can boast only of a smattering 
of knowledge, for there is not a sufficient number of im- 
pressions registered in your brain to form good solid 
opinions. You cannot pass over anything lightly and gain 
thorough knowledge of it. 


Remember the fable of the hare and the tortoise. The 
tortoise kept moving while the hare was sleeping, confident 
that he had won the race. ‘‘Make haste slowly,’’ for haste 
is one of the most frequent causes of failure. A brilliant 
person makes a good showing at times, but he doesn’t wear 
well. 


On the other hand, if you were what is known as a stupid 
pupil in school, you were not being guided by the wonder- 
ful natural powers of your brain. Something held you 
back; most likely your feelings. You may have been over- 
awed by authority. Fear of parents or teachers could 
prevent your mind from working properly. Too rigid 
home training, coupled with punishment of a severe nature, 
could make you afraid to try. 


You lacked confidence in yourself, perhaps feared ridi- 
eule and wished to remain unobserved. No child in this 
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mental state can acquire much knowledge. He has been 
taught by his unfortunate experiences to believe that he is 
different from the rest. And so he goes on, often for the 
remainder of his life. He is the type of salesman who 
turns away from the prospect’s door, afraid to enter and 
tell his story. His notion of himself is like that of a fairy- 
tale or ghost story in which he is the victim of obstacles 
beyond human power to destroy. He wanders around in 
a hypnotized state, envying those who are not slaves to 
such feelings. 


Should you find yourself in this picture, commence at 
once to examine your real self. Remember that you are 
flesh, bone, muscle, and that you have a brain very little 
different in structure from that of any other person. 


In the gray matter of your brain there are between 
800,000,000 and 1,300,000,000 cells, all capable of doing 
unusual work if you will only give them a chance by re- 
moving the false opinions of yourself planted in your mind 
by other people who did not know any better than to do so. 


As long as you hold such impossible opinions, you will 
not try to learn. And that is why most people fail. They 
entertain certain negative beliefs about themselves and 
therefore think it useless to try. 


Try, even though you fail, but keep trying! 


This is the universal law of trial and error. Even an 
animal learns in this way, and you will surely admit that 
a human being possesses greater powers of intelligence 
than the animal. Language gives us opportunities for ex- 
pression that the animal lacks. Remember that you are a 
product of many thousands of years of development dur- 
ing which time the race has struggled to arrive at the state 
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that you represent, and that your brain will work if you 
will free it from the shackles of false belief concerning 
yourself. Throw off your chains and start all over again, 
realizing that your attitude is only a habit that may be 
corrected by learning better habits. 


As you study these lessons, consider each step well. Look 
at yourself from every angle. Master the principles that 
are brought out and apply them to yourself. The result 
will surprise you and the veil of dullness lifted from your 
mind will bring relief, happiness, and vigor. 


If you studied diligently in order to keep up your record 
in school, learning steadily and gradually, you were a nor- 
mal scholar. Even though you had the reputation of being 
but a mediocre student, your learning method gave you the 
very best preparation for life. You remembered what 
you learned and applied it as it became clear to you. You 
realized the necessity of considering carefully before form- 
ing a definite opinion. 


This is the method to be encouraged among salesmen. 
It leads to sane, conservative living and efficient successful 
action, not hampered by the shallowness of brilhaney nor 
by the vagueness of stupidity. Such sound thinking is 
characteristic of the clear, dependable mind. Try to eul- 
tivate this attitude if you would gain the most from life. 
It is the attitude taken by the highest type of salesman. 
Only game fish swim upstream. 


School Standing 


Question: What was your standing in school? 


Your school record is by no means a safe indication of 
your ability. So many factors enter into such a record that 
you are apt to misjudge it. Some pupils keep up their 
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standing by what is known as bluffing. They are clever in 
talking all around a subject without really knowing much 
about it. Somehow they manage to impress the teacher, 
just as a bluffing salesman may impress certain customers. 
Superficiality may seem to win out for a time, but it is 
bound to trip up the salesman in the long run. Other 
students are so bent on making a good record that they 
cram their brains by memorizing facts so as to answer the 
questions in class or examinations. 


This is vanity. Nothing more than a convenient memory 
is required to doit. It is not productive of logic or reason 
and makes a salesman one-sided. If you were in this class 
as a youngster, you will now realize that you were so in- 
tent upon the goal of a high mark that there was little 
interest in the subject itself. Naturally, most of it was 
forgotten soon afterwards. You may sit down and de- 
liberately memorize a list of facts about the product you 
are about to sell, but this will not give you a free, under- 
standable method of talking about the product. There 
must be that interest which is free from a mere effort to 
remember. The very fact that effort is used in remember- 
ing indicates a lack of understanding. 


If your record in school was poor, you may have been 
lazy—a very natural state for a youngster more interested 
in play and real activity than mere study. This sort of 
laziness is only a holding back due to lack of inspiration. 
Such a child will leave the classroom and, with a whoop of 
joy, enthusiastically display his energy. In play, competi- 
tion arouses him to establish a record in games and feats 
of strength, in strange contrast to his labored efforts in 
school. It is this same play spirit that is fundamental to 
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the salesman’s equipment. Not only does it bring more 
sales, but it takes the edges off the ‘‘bumps,’’ as he takes 
the point of view: ‘‘It’s all in the game.”’ 

Again, you may recognize yourself in the pupil who is 
too self-conscious to do himself justice in his recitations. 
His feelings are so much disturbed that he cannot express 
himself clearly. 


Whether in the child or the adult, disturbed feelings 
always interfere with clear thinking. Many children fear 
ridicule to such an extent that they simply cannot recite. 
Others are so overcome with anxiety that an examination 
makes them blank and helpless. The result is a poor grade. 
How many salesmen think of what they might have said 
after they have left the prospect! It is a habit learned in 
childhood to be unlearned in manhood. 


Many a good record in school has been maintained by 
systematie cheating. This speaks for itself. Such a child 
relies upon aids in learning that deprive him of the de- 
velopment that schooling is designed to give. He is seek- 
ing the line of least resistance—the easiest way out. 





Children who cheat in school often grow to maturity, 
seeking the same opportunities in the practical world. 
Many an embezzling salesman learns the tricks of his trade 
in this early period of his life. Of course we must not 
take this too seriously, for cheating in school may give way 
to a saner attitude as the moral character is developed. 


Your attention is directed to your school record to give 
you an opportunity to review the matter in your mind. 
Perhaps it has not occurred to you that the habits formed 
at that time have persisted up to the present time without 
your realizing the fact. An average record gained as a 
result of a reasonable amount of application is, after all, 
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the surest sign of that ability which promises the greatest 
all-around success. 


An exceptional school record may be of no greater value 
than the flattering letters of recommendation so often used 
as references and politely disregarded by executives who 
apply entirely different methods for estimating the actual 
value of applicants for responsible positions. ‘‘Hard facts 
have more driving force than hot air.’’ If you ean really 
sell, the man at the desk will soon know it. 


Obeying the Rules 
Question: Did you adapt yourself to school discipline? 


Whether the conduct required of you at school was justi- 
fied or not, whether you accepted school authority or not, 
you may learn something important by considering this 
question carefully. It will give you a hint regarding your 
attitude of mind toward adapting yourself to conditions 
over which you have no control. Perhaps it is not too 
much to state that the majority of salesmen are particularly 
weak on this point. They are too much inclined to com- 
plain of conditions which interfere with their personal 
desires. When you entered school you brought with you 
the standards of conduct maintained in your home. Your 
parents and your playmates gave you your ideas of the 
world. School was a new experience calling upon you to 
adapt yourself to rules and regulations laid down with no 
particular consideration for the type of training you had 
received. 

The situation is the same in principle at the present 
time, whenever you meet circumstances that differ from 
those to which you have been accustomed. Look back now 
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with the idea of discovering how flexible you have been 
in adjusting yourself to the rules of the firm that employed 
you. 


If you meekly accepted the regulations in your school 
days, fearing punishment or disgrace, you are probably 
doing the same today in your business relationships. As 
a result of this you lack initiative and merely follow the 
crowd in order to avoid trouble. Poor logic for one who 
would get along in the world and a reason why more sales- 
men do not develop leadership. If you were rebellious at 
school, disobeyed orders regardless of consequences, this 
trait probably remains with you still, unless you have had 
it knocked out of you by gradually coming to realize the 
fact that it does not pay. 


This is not courage; it is failure to realize that the 
world is not run for one person. Stubbornness in the 
child usually means stubbornness in the man, a fault that 
mars the personality and progress of an otherwise skillful 
salesman. 


The child or the man who learns to preserve his indi- 
viduality while he adapts himself to the rules that he can- 
not control, is on the road to success. 


There are times when we gain much by adjusting our- 
selves to apparently disagreeable and unjust conditions, 
meanwhile applying our brains toward hringing about 
better conditions when the opportunity presents itself. To 
stand back and refuse to play the game because the rules 
do not suit us is to deprive ourselves of the most favorable 
opportunities for accomplishment and happiness. 


Look back now! How have you played the game? How 
did you play it in school, and how do you play it now? 
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Are you holding back, impatiently waiting for the time 
when conditions will be to your personal hking? 


If that is the case, change your tactics at once, for, in 
this world at least, that time will never come. It isn’t 
reasonable according to the way business is conducted 
nowadays. 


Tt isn’t the mountain ahead that wears you out; it is 
the grain of sand in your shoe. 


Attitude to Authority 


Question: How did you look upon authority? 

What did your teachers say about you? Did they say 
that you were a bright well-behaved child or, perchance, 
that you would never amount to anything? 


Your memories of school are of importance to you be- 
cause they take you back to your first contact with authority 
outside of your home. Your early experiences with those 
in authority over you really formed the model of your 
reaction to authority later in hfe. As a salesman, you 
are working with your firm as one form of authority and 
your customer as another. 


Accepting authority without question may result in 
keeping you ignorant and dependent, while rebellion, on 
the other hand, may prevent you from working in harmony 
with others in the direction of your own advancement. 
What a wonderful thing it would be if we could know the 
impression that we make on our friends, employers, and 
customers. It would give us the key to one of the big 
problems of selling. But it is seldom that we hear the 
truth in this connection. It is as if Bobby Burns had the 
salesman in mind when he wrote: ‘‘O wad some power thie 
giftie gie us, to see ourselves as ithers see us.’’ 
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Think back to your teachers in school and consider the 
situation impartially. Should you discover your attitude 
to have been that of humble surrender, try to realize the 
effect that this attitude has had upon your life. It is 
unfair to you and must be corrected. 


A salesman handling a mailing specialty entered the 
office of a prospect well known for his intolerant, high- 
handed manner. Before the salesman was given an oppor- 
tunity to state his business, the prospect, noticing a sample 
case in his hand, yelled at the top of his voice: ‘‘Get out 
of here. I’m busy and can’t be bothered with you fel- 
lows.’’ The salesman flushed with shame and beat a hasty 
retreat. He reported the experience to his sales manager. 
The latter, thoroughly familiar with the stuff that men are 
made of, invited the salesman to sit down and make him- 
self comfortable. Then he asked a few leading questions 
about the salesman’s childhood and soon learned that simi- 
lar experiences had occurred in his home life and in school. 
He always felt an uncontrollable desire to escape when 
anyone yelled at him. ‘‘Don’t you see,’’ queried the sales 
manager, ‘‘that you are merely repeating the memory of 
your childhood experiences? The prospect can’t possibly 
harm you. He can’t beat you as your father did, nor can 
he punish you as your teachers threatened. Go back to 
the prospect and let him yell again. Stand perfectly still, 
look at him calmly, and smile good-naturedly. If you do 
this, he will be so much surprised that he will immediately 
give you a very special brand of attention. Then, acting 
as if nothing unusual has happened, go ahead and tell 
your story.”’ 


Not only was the sale made, but the prospect eventually 
became a close friend of the salesman. 
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Imagine yourself a child again and teach that child his 
rightful place in the world, with privileges and opportuni- 
ties for expression that must not be throttled by authority. 
On the other hand, if you find that you have always been 
a ‘‘free lance,’’ and have not allowed anyone to guide and 
advise you or give you orders to perform a given task, you 
yourself will never be an efficient leader. 


You must learn to accept directions cheerfully, if you 
wish to become skillful in giving directions to other people. 
The executive who has not bowed willingly to others is apt 
to bea bully. He tries to play ‘‘first fiddle’’ before he has 
learned to play second. It pays to reconsider your teach- 
er’s opinion of you and weigh it for what it is worth. Such 
an opinion may give you a valuable hint as to the traits 
you have brought along from your schooldays that now 
interfere with your progress. 


If you are willing to look back impartially, you will find 
that teachers and friends knew you better than any mem- 
ber of your family. They could estimate you impartially 
and without prejudice. 


Think it over, ever keeping in mind the object of your 
study: To know yourself better than ever before, your 
faults as well as your virtues. 


“‘Tet the howlers howl, 
Let the growlers growl, 
Let the scowlers scowl, 
And the gee-gaws go it. 
You keep in the lght, 
Be brave in your fight, 
You'll win all right, 
And I know it.”’ 
—Anon. 
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Proficiency Based on Interest 

Question: Do you show a marked preference for some 
things and a total lack of interest in others? Did you ever 
stop to ask yourself why you prefer certain subjects and 
objects to others? 


Why does one person enjoy mathematics, while another 
equally intelligent, cannot tolerate it? One prefers litera- 
ture, another history, and so on. 


What determines a salesman’s preference for musical 
instruments, clothing, real estate, dental supplies, books, 
and the like, as articles to sell? He attaches some superior 
value to the article in question which he believes is not to 
be found in any other article. For this reason he is con- 
vineed that he cannot sell any other line equally well. 


Proficiency in a subject or in handling a line indicates a 
liking for that subject or article, while deficiency reflects 
dislike. We never have to drive a man to do something 
which he considers enjoyable. Likes and dislikes, how- 
ever, are dependent upon such little things in life that it is 
surprising how easily we may develop prejudices in one 
direction or another—prejudices that form real obstacles 
in the way of our progress. 


Personal preferences depend entirely upon the interest 
originally stimulated and retained in the memory. If your 
attention is directed to a subject in an interesting way, 
you naturally give your thought to that subject. Repeated 
attention makes it easier for you, and you therefore prefer 
it to other subjects. We naturally seek the line of least 
resistance. At the same time such attention brings with 
it the danger of shutting out other subjects just as valuable 
and just as interesting if our attention were directed to 
them. 
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These preferences are often accidental and have very 
little value attached to them. Early in life a mere word 
from a respected member of the family could excite your 
curiosity and lead you to give your interested attention to 
a subject. A teacher who was agreeable or who related 
some impressive story that stirred you could create a 
preference that might stay with you for a lifetime. 


The salesman must be especially careful to develop a 
broad-mindedness. He never knows when a bit of infor- 
mation from a distant source may mean the turning point 
in the making of a sale. The salesman, of all people, 
meets many different types of minds, and it is only by 
means of a broad attitude toward life that he can hope to 
influence these minds. 


Aside from the actual sales value of a wide general in- 
terest in life and its activities, don’t you see how unfair it 
is to limit your interests in such a way as to create preju- 
dice ? 


The very fact that a thing exists and represents the 
labors of thousands of human beings in bringing it to its 
present state of development, should be sufficient to deserve 
your attention. 


History, for example, is the fascinating record of the 
past by means of which we may learn how the people have 
lived. With this knowledge to guide us, we may now live 
better, take advantage of their experience, and avoid their 
mistakes. 


Literature represents the best expression of many 
thoughts and feelings. Its primary purpose is to enter- 
tain, but incidentally it develops us morally and intelli- 
gently, and is a means of developing the power of expres- 
sion. Mathematics is that great practical subject which 
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opens up vast opportunities ranging from financial transac- 
tions to the building of great structures. It is used by all 
of us, whether in the simple transactions of everyday life 
or in the intricate calculations of the engineer. 


So we might continue to point out the advantages to the 
salesman of a broad general knowledge. Is there anything 
in existence that does not deserve the attention of a wide- 
awake, alert individual? 


True, we have neither the time nor inclination to be- 
come specialists in everything, but everything of general 
value that concerns men, merits our curiosity and interest. 


Bear in mind that interest is the first requisite for pro- 
ficiency. As you review your school experiences, you will 
perhaps discover how little attention you paid to those 
things that failed to strike your fancy. How much like 
school children we are now in our personal preferences for 
certain things! 


It is important for the salesman to realize the necessity 
for a broad and liberal attitude toward everything in the 
universe, without regard to his likes and dislikes. 


No matter what you undertake, you can develop a reason- 
able degree of proficiency as soon as you remove the per- 
sonal prejudices that prevent you from giving your atten- 
tion freely and whole-heartedly. This principle applied 
generously will develop you into a well-rounded, efficient 
individual, capable and dependable, unafraid to apply 
your energy where it is needed. 


The true salesman’s mind works persistently with the 
idea that there are many other ways of looking at things. 


Ignorance and failure go hand in hand with purely per- 
sonal viewpoints unrelated to those of other people. 





_ - _ 
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It is the other fellow that you must sell, so don’t be 
surprised if his viewpoint differs from yours. 


A bility Developed Through Obstacles 


Question: Is your ability proportionate to your oppor- 
tunities ? 


WIave you ever heard your friends remark that they 
failed to take advantage of their opportunities when they 
were young? 


Have you thought likewise in regard to your own youth? 


We can all remember boys and girls who were compelled 
to struggle against great obstacles in order to gain an edu- 
eation. They made their opportunities where none appar- 
ently existed, while many who were encouraged by indul- 
gent parents refused to make an effort. 


Perhaps that was the trouble. There were not great 
enough obstacles put in their way to call forth the energy 
that makes for accomplishment. 


Right here we discover one of the most popular fallacies 
of modern times and one that the salesman may well take 
to heart. It is generally believed that the most favorable 
opportunities open the way for the greatest success. But 
practical experience in the selling field proves that ob- 
stacles, within reasonable limits, which arouse energy to 
the utmost in attempting to overcome them, actually pro- 
duce results. 


It is sad but true that the way made easy for us is the 
way of failure. The mind and body can be developed only 
as necessity urges us on to the removal of that which 
stands in our way. Instead of complaining about diffi- 
culties, we should be thankful for them. 
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Remember that man arose from a state of savagery only 
as he succeeded in removing, one by one, the difficulties 
that impeded his progress. 


Rosen, one of the greatest insurance salesmen in Ameri- 
ca, was not only a foreigner, unfamiliar with American 
ways, but he worked with the additional handicap of hay- 
ing to learn the English language. From a crude be- 
ginning, laughable to some of his former competitors, he 
rose to the point of writing more life insurance than any 
other man in America. 


With our present-day opportunities for study, and with 
our free schools and elaborate equipment for the pursuit 
of higher education, we are apt to undervalue the oppor- 
tunities we possess. Lincoln walked miles for a_ book. 
Today, only a small proportion of the population avails 
itself of the resources of our libraries. 


Our educational facilities are extraordinary in compari- 
son with those of a century ago. In most eases, educational 
institutions extend a willing hand to the earnest seeker for 
knowledge. But the ease with which knowledge may be 
secured in modern times seems to reduce its value, and the 
old saying still holds good that we value only that for 
which we must labor and sacrifice. 


Are you suffering from indolence and indifference? Are 
you taking advantage of your opportunities for acquiring 
information ? 


You must answer these questions, at least privately to 
yourself, and allow your conclusions to guide your future 
actions. If you neglected your opportunities in your 
youth, let the realization of this fact compel you, in all 
fairness to yourself and your possibilities as a salesman, 
to look about you with fresh interest. 
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You must continue to learn more and more about the 
things with which you come into contact, if you wish to 
escape the backward trend of ease into which modern times 
have led us. Your mind will not stand still; it will move 
either forward or backwards. 


Expect to pay for what you get. Welcome the obstacle 
in your way and count the sacrifice cheap that brings you 
that feeling of well-being and self-respect that comes with 
increasing knowledge of the world and its wonders. These 
wonders are lying right at your feet. Be careful that you 
don’t step on them. 


Attention and Concentration 


Question: Is your power of attention and concentra- 
tion weak or strong? 


The degree to which you can concentrate or give con- 
tinuous attention depends upon various factors. You may 
find no difficulty in following closely a football game, 
whereas a serious book or trade journal may cause you to 
fall asleep. 


You may spend the day struggling desperately to con- 
centrate on your work and finally decide that there must 
be something wrong with your mind. But in the evening 
you may hold your attention for hours on a game of cards 
with no effort at all. 


Perhaps you have tried some of the favorit. psychologi- 
cal methods for increasing your power of concentration, 
with little success. 


The usual methods of forcing the so-called ‘‘ will-power,”’ 
of repeating given tasks over and over mechanically, lead 
nowhere because of a lack of intelligent understanding of 
the nature of this defect. 
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We give attention to those things that arouse in us a 
feeling of pleasure. Seeking for pleasure, consciously or 
unconsciously, is the real motive force back of most of our 
thinking and our actions. 


If a certain book or a given task be viewed as difficult 
or painful, uninteresting or disagreeable, our attention is 
involuntarily drawn away. 

The fact is, we are seldom aware of the interests that 
control our thinking for the reason that these are concealed 
in the inner recesses of the mind, commonly known as the 
sub-eonscious mind. 


The sub-conscious mind always controls action, so it 18 
well to know something of the way in which it works. It 
might be humiliating to discover that we really wish to 
avoid certain tasks, so we cleverly keep such facts out of 
our eonscious thinking, meanwhile deceiving ourselves 
with some such excuse as ‘‘I can’t econeentrate.’’ Trans- 
lated into realitv the thought should read: ‘‘I don’t want 
to give attention to this task because it requires effort or 
fails to interest me.’’ 


It is one of the first steps toward progress and self-con- 
trol to diseover how childish most of our thinking really is. 


As soon as we realize this fact we come to the conclusion 
that we usually do just what we actually wish to do, even 
though we may be totally unaware of this fact at the time. 


We are ignorant of our real selves mainly through the 
shallowness of our training. We are all more or less con- 
ceited, ashamed to admit our weaknesses, even to ourselves, 
and therefore we invent all sorts of excuses when real 
effort is demanded of us. 


The fact that you don’t concentrate well is no indication 
of anything wrong with your mind. The thing to do is to 
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realize first of all that the most ordinary tasks may arouse 
a powerful resistance on the part of your inmost feelings, 
and that you will not be free to concentrate until you have 
removed that resistance. 


It is merely the same type of stubbornness that we all 
exhibited in our childhood when we attempted to escape 
responsibility or when certain things failed to strike our 
fancy. 


The salesman who experiences difficulty in holding his 
attention on his work is struggling with a desire to escape 
the situation and exchange it for something more pleasant. 
The interview has aroused his resistance. He is viewing 
it as something disagreeable in the field of his thinking. 
It is important for him to discover why he wishes to escape. 
Usually it is a trivial personal viewpoint that brings him 
into conflict with himself when the situation is not exactly 
to his liking. 


Have you ever noticed salesmen who were enthusiastic 
while presenting their own side of a deal suddenly lose in- 
terest when the prospect introduced some personal aspect 
of the question? It reminds one of people who display 
interest as long as they are allowed to do the talking. 
Such a man cannot develop the highest type of salesman- 
ship because he is interested only in himself. 


Attention to matters outside of ourselves and our own 
interests forms the very foundation of salesmanship, and it 
is only as we learn to take a sincere pleasure in the prob. 
lems of other people that we can concentrate our mind on 
them. 


The successful salesman learns to adapt himself to all 
situations in life so as to be interested in anything that 
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has value. He makes his greatest mistake when he con- 
siders his own interests of greatest value. The salesman 
who can adjust himself to the interests of other people and 
gain pleasure therefrom has reached a high state of de- 
velopment. He has left behind him his childish self-inter- 


est and has ‘‘grown up”’ in the fullest sense of the word. 


Salesmanship is service based on self-directed action 
springing from the steady growth of a genial personality. 


Do what makes you and others happy. Adjust your- 
self to those things until you too like them. Then your 
mind will work with the regularity of a clock. 


Observation 
Question: Do you observe closely? 


In talking to a customer the salesman is receiving impres- 
sions of thousands of little details of which he is not aware. 
Nevertheless, these things are being imprinted on his mind. 
He sees them, and yet he doesn’t. This sounds strange 
until we realize that the salesman observes consciously only 
that to which he is giving his attention. 


If your power of attention is weak, due to the fact that 
you seek only that which pleases you, it is very evident 
that you will not observe well. Your impressions will re- 
main hidden in your mind unavailable for use, and you 
will be unconscious of them. 


The brain is like a photographie plate that receives im- 
pressions of everything within range of the lens. The 
power of keen observation depends upon your ability to 
recognize the impressions that are continually reaching 
your brain. 
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This in turn depends upon freedom of thought, so that 
all resistance is eliminated when examining the things 
around you. 


Remember that you will perceive that which you wish 
to perceive. When you have developed a liberal attitude 
of mind, so that people and things will represent some- 
thing of value to you just because they exist, you will dis- 
cover the finest of details that you formerly overlooked. 


Cultivate the habit of noticing small things as well as 
large ones, the things of interest to others as well as those 
of interest to yourself, the seemingly unimportant as well 
as the important, and you will begin to take advantage of 
the ability to observe closely which has been lymg dormant 
within you for lack of exercise. 


There is no greater gift that a teacher can impart to you 
than that of thinking and observing for yourself. With 
such a way of looking at things the salesman will find in 
his own mind an unlimited storehouse of talking points 
and plans. 

Why should you always run to some authority for sug- 
gestions when the well-oiled, self-thinking brain ean fur- 
nish you with exactly the right idea to suit your particular 
needs? 

You can develop your own mind to this point as you 
begin to break away from false opinions of the past and 
examine your sales problems as a free and independent 
thinker. This will aid you in removing old, worn-out 
notions, especially those wrong ideas which you acquired 
early in life, and you will experience the joy and enthusi- 
asm that come from the feeling that you are an independent 
human being, neither dominated by narrow views nor held 
down by unreasonable authority. 
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Of course you can always take advantage of what some- 
one else has learned about selling. Life is too short for one 
man to observe carefully all of the situations that sales- 
men are called upon to meet. But you can acquire keen- 
ness of observation through the habit of noticing the fine 
points of selling. 


The aim of this course is to develop salesmen of such 
mental caliber that they can exercise their power of ob- 
servation in separating the ‘‘wheat from the chaff,’’ the 
sound from the false, in new and unexpected situations. 
The salesman who can conquer an unfamiliar problem 
proves beyond doubt that he thinks for himself. 


People in general would not be so gullible and so easily 
influenced by fakers, if they applied their natural powers 
of observation. 


Close observation faithfully practiced on the part of 
the salesman enables him to awaken interest, attract atten- 
tion, earry conviction, and induce a favorable decision. 
These several steps depend more upon what is going on in 
your mind than upon what is taking place in the mind of 
your customer. 


Watch a man closely and he will not easily eseape you. 


SUGGESTIVE QUESTIONS 


These questions must not be confused with the Examina- 
tion Questions. The student is not required to prepare 
answers to these questions and submit them to us. They 
are based upon the discussion of the section, and in answer- 
ing them the student will realize how well he has mastered 
the subject matter. Answering these questions to your- 
self will enable you to do better work in preparing your 
examination papers. 
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Ease or Difficulty in Learning. 

In what way is the brilliant pupil liable to be handi- 
capped? 

Take the case of the so-called stupid pupil. What 
two things are a great hindrance to him? 


What are the peculiarities of the normal scholar? 


School Standing. 


1. What is the wrong use of memory? 


ATT, 


IV. 


i. 


How does self-consciousness prevent one from doing 
his best work? 


What value may attach to a school report? 


Obeying the Rules. 


How do some people allow themselves to be affected 
by rules? How does this attitude manifest itself 
in later life? 


How may individuality be consistent with obedi- 
ence ? 


Attitude to Authority. 

What is an intelligent acceptance of authority? 
What is that attitude to authority that may rob 
one of his rightful place in the world? 
Proficiency Based on Interest. 

Why do people differ radically in their interests? 


Can one be proficient in doing the thing he greatly 
dislikes? Can his attitude to these things be 
altered ? 
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Ts it true that one can attain to the greatest success 


What is it about certain things that prevents us 


Does lack of concentration necessarily indicate that 


What relation does observation sustain to attention? 


4A 
VI. Ability Developed Through Obstacles. 
1. 
under the most comfortable conditions? 
2. How do obstacles affect different types of people? 
VII. Attention and Concentration. 
als 
from giving them attention? 
What is the law of attention? 
2. 
something is wrong with your mind? 
VIII. Observation. 
iF 
2. 


How will you know that you have good observation 
as tested by the character of things you observe? 


SECTION I 
YOUR ACTIVITY 
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SECTION II 
YOUR ACTIVITY 


The Lively, Active Salesman 


The popular idea of a successful salesman is that of an 
extremely active and snappy individual. This thought 
brings to our minds the picture of a salesman who greets 
us enthusiastically, slaps us on the back, and tells us of a 
‘‘most wonderful opportunity’’ that he has to offer. 


This is all very well for the man who is naturally adapted 
to such a display of his activity. Such a man inspires con- 
fidence because this style is merely a reflection of his real 
self and everyday manner of expressing himself. Many 
salesmen assume th's manner of acting because they believe 
that it makes them popular with their customers and leads 
to bigger sales. 


Unfortunately, an artificial way of acting affects the 
customer negatively. Without realizing it, the salesman 
will unintentionally slip back to his own type of activity. 
This is equivalent to presenting two salesmen to the cus- 
tomer at the same time. One is the imitation man; the 
other is the real man. The result is confusion and a loss 
of confidence. 

Whenever we assume an artificial attitude we uncon- 
sciously fight ourselves. This inner conflict is always 
noticeable to the discerning customer, and he reacts to the 
salesman in the same manner as if he were being told a 
lie. The customer may not be able to define his feeling 
but he will be visibly disturbed. If you are naturally 
lively and active, be so in selling. Otherwise you will not 
be at your best as your real self. 
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The Lazy, Sluggish Salesman 

Life is motion. When motion is slow, life’s forces are 
atalowebb. The lazy, sluggish salesman is a self-centered 
person whose energy is applied mostly to securing the maxi- 
mum amount of physical comfort. Any effort which 
threatens to interfere with his comfort is religiously 
avoided. Such a salesman takes what comes his way, pro- 
vided it does not require any expenditure of energy. He 
needs an entire change in his attitude toward life. He 
must be made to see that he cannot live for himself alone. 


When we accept the good things that life offers, we owe 
a payment in return, which means a willingness to give 
something of self. The lazy salesman is a leech on society 
ever seeking to extract its treasures at the expense of 
someone else. The customer to him is merely a means to 
that end. 


Analyze the lives of such men and you invariably find 
that they have been over-indulged in childhood. It is 
usually a parent who, in a spirit of love, smoothes out 
every possible bump for the child and thereby illy pre- 
pares him for his future life. Naturally, the child finds 
this pleasant. As he grows up, he seeks the same priv- 
ileges after the parent is no longer there to protect him. 
He remains a child in action and thought. The eure of his 
ailment can come about only as he realizes the cause of 
his laziness and decides to endure discomfort in exchange 
for the pleasure of active competition with his fellow-men. 


The Excessively Talkative Salesman 

The ‘‘long-winded’’ salesman is usually less effective 
than he would otherwise be. He emits a steady flow of 
language that at times gives the customer practically no 
time for thought. The matter of exchanging ideas with the 
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customer is neatly dispensed with by the wordy salesman, 
for he figures on pushing over the sale while the customer 
is under the influence of a spell, so to speak. 


In the field of legitimate selling, the salesman must leave 
something to the intelligence of the buyer. It is the 
height of folly to imagine that a string of words uttered in 
rapid-fire fashion will secure the good will of the customer. 
On the contrary, it may arouse antagonism to such an ex- 
tent that the buyer will pay no attention to the salesman. 


In recent years, this line of selling talk has been adopted 
by some men in selling securities over the telephone. In 
most instances, the selling talk sounds like a recitation 
memorized for a school entertainment. The result is that 
buyers of the better class, after vainly attempting to ‘‘get 
in a word edgewise,’’ hang up the receiver. 


The manner of the incessant talker sometimes conveys 
the impression that he does not invite questions or com- 
ments upon his line, and therefore reacts unfavorably 
against him. Make it a habit to pause long enough after 
each point to allow the customer to digest it and adjust 
himself to your viewpoint before leading him on to the 
next point. 


The Salesman Inclined to Be Silent 


The man who naturally listens better than he talks need 
not on that account be eliminated from the selling field. 
He may do his best work in handling a non-competitive 
article or a line that is indispensable to the buyer. 


Much can be said for the man of quiet, dignified appear- 
ance who presents his proposition in a modest way with 
little demonstration. It is a fact that the man who tells 
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less than he knows often commands more respect than the 
man who tries to tell more than he knows. 


The psychological moment at which it pays better to be 
silent than to push the argument depends very much upon 
circumstanees. If the customer shows a strong tendency 
to do the talking, it is best to keep still, listen closely, and 
take up the thread again just as the customer shows signs 
of running down. 


A knowledge of human nature is absolutely necessary 
to the equipment of an expert salesman. The customer 
when approached by a salesman unconsciously assumes a 
defensive attitude. This places the salesman in the offen- 
sive, or aggressive, position. So we have one arrayed 
against the other in a battle of wits. Talk is the ammuni- 
tion used and he who wastes his ammunition usually loses 
the battle. 


Better be sparing with your words, directing them with 
telling effect, than feel that you positively must keep on 
talking regardless of the result. A good rule to follow 
is to talk when the customer seems to invite it, just as 
you would do in polite society. It pays to knew when to 
stop talking. 


Over-Activity, Push and Tension 


Salesmanship of the highest order makes an unusual 
demand upon the mind. Using the brain beyond what is 
customary is apt to lead to trouble. If a salesman who has 
never used his brain beyond its ordinary capacity suddenly 
exerts great mental effort, he might possibly throw him- 
self ‘‘out of gear’’ and become ill. His illness would take 
on some form of nervous trouble. 
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If you were to attempt to run a race without practice, 
serious results might follow. Any other strenuous work 
calling for great and steady action leads to the same result. 


In order to overcome this danger and prepare for effi- 
cient action under strain, the salesman should slowly and 
gradually accustom his brain to the new type of demand. 


Thinking is just as real an activity and expenditure of 
energy as muscular exertion. You can train yourself for 
unusual mental effort in the same manner you would pre- 
pare for unusual physical effort, namely by suitable activity 
and exercise, increase your powers of thinking, develop 
the brain that performs this function. 

The law of exercise is a general truth in the physiology 
of the nervous system. You ean stimulate and increase 
every kind of nerve activity by appropriate exercise. A 
man becomes a good walker by exercising his legs, a good 
salesman by exercising his selling thoughts. 


By continually giving thought to a certain thing, we 
gain a liking for it, thereby arousing the co-operation of 
our inner forces with the result that we can work at top 
speed for hours, often without tiring. The salesman who 
tires himself out by pushing himself constantly, nervously, 
and under high tension, has not yet accustomed his mind 
to his job. The tension is a kind of protest against the 
work. Such a salesman cannot have the use of his best 
powers because he is divided against himself. On the one 
hand, he is pushing with all his might; on’the other hand, 
he is suffering from strain. 


It would be much better for such a man to abandon his 
pushing and to restrain himself until, by degrees, his en- 
thusiasm will carry him along without forcing. As long 
as work is painful it can be neither beneficial nor efficient. 
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As soon as work becomes a pleasure, capacity is increased 
enormously. This principle may be observed in the most 
strenuous games. 


Do not make the mistake of thinking that working under 
high tension is a sign of enthusiasm. Quite the contrary. 
High tension is a struggle, restricting, injurious; enthusi- 
asm is a pleasure, beneficial. Tension paralyzes thinking; 
enthusiasm clarifies thinking. Over-activity is no more 
practical for the salesman than attempting to get twenty 
horse-power from a ten horse-power engine. The only dif- 
ference lies in the fact that the ten horse-power salesman 
ean, through systematie and intelligent direction, reach 
the double horse-power stage. 


Drop your tension and you will check confusion. 


Activity by Fits and Starts 


Perhaps the greatest enemy that the salesman has to 
cope with is instability, that trait which leads him to the 
heights of activity one moment, only to be followed by a 
destructive period of inactivity. He gets up in the morn- 
ing feeling fit, and full of ‘‘pep,’’ and hurries to the office. 
After a vigorous talk by the sales manager, he feels that he 
can conquer worlds. He maps out his work for the day, 
taking the names of ten or a dozen prospects. His move- 
ments are active, there is a smile on his face, and he is 
ready for business. 


If the first few calls do not produce results, there is a 
noticeable slowing up of his actions. He thumbs his eards 
less enthusiastically, walks slower, and finds his mind 
wandering away from the business in hand. 


There is another type of salesman who, after making a 
few sales, knocks off work and merely loafs for the rest of 
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the day. A salesman in the West used to set as his goal 
commissions of $25.00 for the day. Usually, this amount 
was earned in two or three hours, after which time he 
played pool or cards to complete the day. Occasionally 
this man would put in a full day’s work and earn a hun- 
dred dollars. 


In either case, whether his lack of effort follows failure 
or success, the weakness becomes habitual self-indulgence, 
The first man struggles with false pride and cannot endure 
the thought of failing to meet his expectation and the dif- 
ficulties which he must continue to face in selling. 


The second man faces his work with no greater goal than 
that of a few dollars. He works merely for the privilege 
of loafing. Both men display the activity of children, 
poorly adapted to the demands of a world where consistent 
and persistent effort alone brings its reward in self-respect 
and growing influence. The law of work will not stand 
personal abuse any more than the law of beauty will en- 
dure brutality. Work is necessary to growth and de- 
velopment. Inaction is decay, and inertia is death. 


Spending Your Energy Sensibly 


Actions that are effective come from a mature thinking 
mind, since all action is determined by its underlying 
thought. 


Actions to be effective in salesmanship have either service 
or utility as their aim. Such efforts are the product of a 
mature mind. Childish or ineffective reactions are those 
which satisfy mere physical desires that have no value to 
the individual] in his march up the ladder of progress. 


Think of a man idly and aimlessly whittling a piece of 
wood with no particular object in view. This is a childish 
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action. Another man may apply the same amount of 
energy with the same material and fashion an object of 
value and utility. He can now sell the object and bring 
happiness to another human being. This is a mature action 
of social value. 


As we find man today, we see him constantly struggling 
between what he wants to do and what he is permitted to 
do. His desires are more or less opposed to those of his 
fellow beings, and this takes the form of competition in 
commerce, art, and science. In order to satisfy his cray- 
ings for comfort, position, and respect, man must labor 
long, hard, and earnestly. 


In the last analysis, the salesman’s place in the social 
scheme is determined by the quality and quantity of service 
that he renders. 


The salesman is forced to surrender much of the petty 
satisfaction to be gained from childish desires, those which 
satisfy one person only. Having no social value, they 
bring no social benefits. 


Tn other words, society is organized on the basis of give 
and take. If you desire the service and benefits that 
society’s scheme has to offer, you must in turn give some- 


thing, even though the process involves hardship and sacri- 
fice. 


Stop wailing over flowers that will never blossom on the 
north side of your house; go around to the south side and 
make a new garden. 


Whatever you have done in the past is gone; the present 
is here and it is all yours. Use it to advantage. 
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SUGGESTIVE QUESTIONS 


Have you ever noticed that in applying yourself to a 
certain thing it has resolved itself into a self-examination ? 
In devoting ourselves to certain tasks we make several dis- 
coveries, that we are this or that, or are lacking in this or 
that. One of the greatest things we learn is not about the 
thing we are studying, but the light it throws upon our 
own mental processes. 


I. The Lively, Active Salesman. 


. How would you describe an artificial type of activity ? 


il 
2. When we take on our real self what is the effect upon 
the customer ? 


II. The Excessively Talkative Salesman. 


1. He leaves nothing for the intelligence of the buyer. 
How does that impress the buyer? 


2. How do people who are accustomed to buying regard 
selling over the telephone ? 


III. The Salesman Inclined to be Silent. 
1. At what times is such silence a good thing in selling? 


2. How would you compare the effectiveness of this man 
with the one who talks too much? 


IV. Over-Activity, Push and Tension. 
1. What physical condition may be responsible for this? 
2. For what quality is this state sometimes mistaken ? 


3. What is that other form of activity that accomplishes 
little or nothing? 
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V. Spending Energy Sensibly. 
1. What is a petty form of activity? 
9. How is the salesman’s place in the social scheme de- 
termined ? 


SECTION II 


YOUR ESTIMATE OF YOURSELF 


af 
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BEOTION SSI 
YOUEL VETUIMATEL OF YOULEEL? 


heecling Inferior 

Did you ever walk into « man’s hice and suddenly fel 
a tanking wnestion at the pit of your ptomackht You tried 
to pull yourself together but some vtrange lorce held you 
in ite rower with paralyzing lect, Your voice sounded 
unnatural and vou sammereA words quite different from 
what you intended w say. 


What happencd to yout Why were you placed in euch 
an embarrassing prition as to practically ruin your ap- 
proaks in wnnetion with the proposition you wanted to 
preseutt 

In the first place, you will we that the idea wontroling 
you was that A depreciating yourwM in the presence: of the 
man on whom you abled. 


This tecling of inferiority i# something that many men 
never overwme tecause they “now of no remedy. Mt not 
only causes them endless euffering but it prevents them 
from wccying opporvnities that would bring them wealth 
and increasing influence. 


“It's my nature,’ a salesman says. “I can’t mingle 
with the big fellows, wo there’s no vse trying, As soon an J 
get away from my own lev I act like a blushing girl at 
her first party.”’ 

This sclesnan’s stimate of himself is based on the theory 
that his weakness ix natural On this basis his conclusion 
is final, with the result that he cuts off ninety per cent of 
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his future possibilities. It stands to reason that he can’t 
get ahead if he must shun the ‘‘big fellows.’’ 


It is a simple matter to prove that this theory of 
‘‘natural’’ inferiority or self-depreciation is entirely false. 
The way to get at this man’s natural self is to go back to 
his earliest childhood when the people who controlled him 
taught him such unnatural habits. 


You will probably find that he repeated his nursery 
rhymes and cut all sorts of capers before strangers with- 
out the slightest trace of fear or self-consciousness. Little 
children usually do not know what fear is. It takes older 
people to give them the idea. 


The trouble began when his parents taught him the rule 
that ‘‘children must be seen but not heard.’’ ‘‘ Don’t speak 
unless spoken to,’’ said father, and ‘‘don’t interrupt, have 
respect for your elders; keep your place,’’ said mother. In 
the effort to make the child polite, they ruined the child’s 
freedom of expression and gave him a false estimate of 
himself for life. 


Through the mind of the child raced the idea: ‘‘I am 
very small and unimportant alongside of these older people 
with their strange demands.’’ 


Now do you see the point? Self-depreciation can not 
possibly be natural. It runs counter to all the laws of 
nature. It’s just the result of early training which planted 
a false idea of self in the mind. 


Best of all, when a man realizes this fact deep within 
himself he can shed this early training as a snake sheds 
his skin. He’s through with it and it can not control him 
any longer as soon as his true nature asserts itself. Instead 
of feeling miserable over it, he may end by feeling amused 
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at his childish habit of depreciating his own worth. Then 
he can outgrow this habit as he once outgrew the habit of 
sucking his thumb. 


Some day we’re going to say ‘‘Honor thy son and thy 
daughter,’’ and we won’t have to worry a bit about the 
honor due father and mother. It will follow as a matter 
of course. 


Then the child trained in this way will become a sales- 
man who can walk right up to a customer on a basis of 
equality and come directly to the business in hand. In 
his mind the customer will be neither better nor worse 
than himself. 


Charles Dickens once said: ‘‘ Whatever I have tried to 
do in my life, I have tried with all my heart to do it well. 
What I have devoted myself to, I have devoted myself 
completely. Never to put one hand to anything on which 
I would not throw my whole self, and never to affect de- 
preciation of my work, whatever it was, I find now to have 
been golden rules.’’ 


Conceit 

The salesman who has full confidence in himself and as- 
serts himself freely is headed for great accomplishments, 
provided he knows his business and is a really efficient in- 
dividual. We can blame no man for showing his feeling 
of satisfaction over a record of sales above the average. 


A salesman who shows signs of overbearing conceit 1s 
working hard to cover up serious defects in his character. 
His fear of betraying his real weakness is so great that he 
makes strenuous efforts to assure you of his superiority. 


In making a careful estimate of yourself you cannot 
afford to overlook the fault of conceit. It is one of the traits 
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of character that slips in slyly without your knowledge and 
causes you to say and do things that antagonize people 
and drive them away from you. 


Check up on the following points and decide for your- 
self whether or not you are suffering from the ‘‘disease’’ 
of conceit: 


1. Expressing an opinion about everything as if yours 
is the last word on the subject. 


The ignorant are always the most positive about every- 
thing; the intelligent know there are many ways of view- 
ing every question. 


2. Pushing oneself forward on all occasions; uncomfort- 
able if left in the background even for a moment. 

Those that push the hardest are sought the least; popu- 
larity comes to those who do not strain for it. 

3. Thinking oneself capable of occupying any position, 
no matter how exalted. 


Honor usually comes as a surprise to the man who really 
deserves it. 


4. Constantly criticising and too free to tell what should 
have been done under such and such conditions. 


The eure for No. 4 is immediately to place the ‘‘com- 
plainer’ in a position of authority where he will last but 
a few hours. Perhaps even a few hours would be too great 
a risk for the firm, so this remedy cannot be taken seriously. 

5. Self-assertive to the point of being bombastic with no 
background of actual accomplishment. 

An almost universal sign of a faker. 


Here we see five ways in which a man may become 
afflicted with conceit. In fact, it can be readily viewed as 
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a disease in a social sense, if not in the medical sense of the 
word. Conceit is a disease because it sets off the individual 
from his fellows. It makes him different, not like the rest. 
It shuts him up in a world of his own, a world in which 
he imagines himself to be supreme. 


Surely no explanation is necessary to prove that such an 
outlook is impossible for the successful salesman, who must 
of necessity fit into any and all situations. For example, 
a salesman once secured a splendid order simply because 
he was not too proud to carry a box across the street for a 
eustomer. His honest assurance that he would be glad to 
do it gave him the advantage of other men who would not 
stoop to such labor. 


The conceited salesman is not uncommon. He may be 
recognized by his peculiar ways of speaking. He uses in- 
volved methods of expression in speaking and writing. 
Usually he writes an illegible hand. He takes a delight 
in digging up obscure facts that he displays for effect. He 
affects odd mannerisms and dresses in such a way as to be 
conspicuous. There is no end to the devices and methods 
used by such people to attract attention and hide their 
defects. 


Students of salesmanship are impatient to know only the 
business of selling. How lttle there is of deep and absorb- 
ing thought, of search for new ideas for inspiration, and 
of effort to acquire that thoroughness which comes only 
after long continued and oft-repeated effort. It is mere 
conceit to expect to conquer the world with a few pointers 
on selling. 


The more successful a man’s selling method is, the more 
closely it is connected with his character and experience. 
He cannot hide his personality when he sells, for speech 
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reveals the man inside. Salesmanship might be defined as 
the presentation of truth by personality. The salesman is 
a good man effectively expressing himself. 


Self-Honesty 


Now that we have touched on the two extremes of in- 
feriority and conceit, both defects of character which the 
salesman must remove, we may see the importance of being 
honest with oneself. 


A man who learns to think straight will have no hesi- 
taney in admitting his own merit, but he will not stray 
into the pitfall of conceit. 


From a practical standpoint, the salesman who is honest 
with himself need have no concern about being honest with 
his house and customers. He becomes so used to the truth 
concerning himself that he naturally views other people in 
the same way. 


Self-honesty is the beginning of all honesty. We can- 
not possibly deceive anyone else until we have first de- 
ceived ourselves. That is a law of the mind. And we be- 
gin to deceive ourselves because others have deceived us. 


Think back to the time when the ghost stories, fairy tales, 
bogey man, and other superstitions made you think of 
yourself in a false light. You either trembled with fear 
as you imagined yourself a victim, or you strutted with de- 
light as you dominated some other child. 


Strange as it may seem to you and far removed from 
your business life, this sort of thing in childhood lays the 
foundation for self-deception. From the fairy-tale stage 
to school-days, to games, social life, and finally business, 
the same principle of false thinking continues. 
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If we could wipe out this unfortunate influence from the 
minds of men, a new era in business would be ushered in. 
Mutual benefit would replace suspicion, and many of our 
world-wide problems would be solved. 


The mind that suffered from fear in childhood will re- 
tain the fear in manhood. The cruelties and selfishness of 
childhood will crop out in a man’s business life, no matter 
how hard he tries to conceal them. 


The correction of these faults must be made by the in- 
dividual for himself. Nobody can do it for him. The 
reason why most of our pet schemes of reform fail is that 
the individual is not given responsibility for his own think- 
ing and his own actions. Someone tries to do his thinking 
for him and takes away the spark of independence that 
alone can accomplish the desired result. 


Self-honesty is a trait that causes speech and action to be 
consistent with a man’s real intentions. It lends powerful 
weight to any selling argument and distinguishes the broad- 
gauged salesman from the one who ‘‘puts up a front.’’ 


Such a man may unhesitatingly advise his customer not 
to buy, if it seems an advantage to stay out of the market. 
The temporary loss of a sale cannot compare in value with 
the confidence gained as the result of speaking the plain 
truth. The salesman who refuses to follow such a policy 
cheats himself most of all. The great concerns in -this 
country have been built up principally on good will, and 
the salesman cannot afford to overlook its value. Besides, 
good will makes a salesman feel like a real human being 
and makes life worth while. 


Check up on yourself by asking: ‘‘Am I honest with my- 
self? 
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Am I self-reliant or self-depreciative with a feeling of 
inferiority ? 

Do I depend too much for my comfort on the opinions 
that other people have of me? 


Am I conceited, given to self-admiration, vain and proud? 


Do I pay so much attention to my clothes that I am con- 
spicuous? 


Do I seem to be genuine? 

Am I inclined to pity myself? 

Do I blame others for my faults? 

Do I emphasize my dislike for sham?”’ 


The last question is one of the most important in the list, 
because it proves whether or not you are really honest with 
yourself. 


Take the salesman, for example, who makes it a point to 
tell his customers in very strong terms, how he hates the 
low-down, scheming ways of competing salesmen. He bids 
for the sympathy of the customer by assuming an air of 
outraged virtue. ‘‘Why that fellow is crooked as a dog’s 
hind leg. You can’t believe a word he says, and a man of 
your standing can’t afford to deal with him.’’ 


Any salesman who talks in this fashion is merely be- 
traying his own dishonesty. He emphasizes his dislike for 
that which he himself has in mind. It’s a ease of ‘‘sour 
grapes’’ and he voices his envy under the cloak of inno- 
cence. Whenever a man spends too much of his time try- 
ing to convince you of his own honesty and the other fel- 
low’s dishonesty, it is well to be on your guard at once. 


Very few of us claim to be angels. We are only human, 
and we all make mistakes, so those who claim to be perfect 
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will bear watching. Perhaps one of the finest examples of 
self-honesty is found in the story of the bishop of Canter- 
bury who, when he was watching a criminal being led to 
his execution, remarked: ‘‘There go I but by the grace of 
God.’’ 


SUGGESTIVE QUESTIONS 


In meeting an unusual responsibility we frequently find 
ourselves facing the cowardly or fearful part of our nature. 
It tries to run away from the task, and while doing so it 
feels ashamed of itself that it can be so easily defeated. 


I. Feeling Inferior. 


1. How does this feeling manifest itself in meeting the 
“‘big fellow’’? 


2. What, in our childhood, may have been responsible 
for a false estimate of ourselves? 


II. Conceit. 


1. How is conceit exhibited in the way we express our 
opinions ? 


iw) 


. How does it seek to get into the lime light? 
3. What position does it take as to capability? 


4. What critical attitudes does it assume? 


co | 


5. What is the disparity between it and actual accom- 
plishment? 


6. How does it isolate the one thus afflicted? 
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. Self-Honesty. 


. How does self-honesty determine our integrity in re- 


gard to others? 


. How would such a salesman deal with the prospect 


who could not use the goods to advantage? 


By what means does one betray his lack of self- 
honesty ? 


SECTION IV 
YOUR ATTITUDE TOWARD PEOPLE 
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SECTION IV 
YOUR ATTITUDE TOWARD PEOPLE 


Making Friends 


Your attitude toward people in general counts as one 
of the most important points in your success or failure as 
a salesman. Nine out of ten failures in all lines are due to 
a lack of understanding of other people. 


You must come in contact with people no matter what 
you sell, so the way in which your thoughts are organized 
on this subject may well merit your careful attention. 


Any man who understands human nature cannot, possibly 
fail. 


To begin with, do you consider yourself sociable and easy 
to get acquainted with, or do you hold people off? 


To be sociable means to approach people and deal with 
them in a liberal frame of mind on the basis of ‘‘live and 
let live.’’ 


It is easy to be sociable when the other fellow agrees with 
us in everything, but how many can keep an even temper 
when opinions differ? This is one of the tests of friendship. 


The salesman should make it a habit never to allow dif- 
ferences of opinion to become personal. It is common 
knowledge that religion, politics, sports, and other general 
topics have frequently interrupted a selling talk with bad 
effect. Instead of business resulting from such arguments, 
hurt feelings are usually the only consequence. The well- 
trained salesman will remain tolerant and refuse to allow 
his feelings to be hurt. 
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This does not mean that a man, to be sociable, must give 
up the expression of his opinions. But it does mean that 
the salesman who understands the art of making and keep- 
ing friends will express his opinions in such a pleasant and 
agreeable manner that the other man cannot take offense. 


After all, there is no sensible reason why. difference of 
opinion should hurt anyone’s feelings. To become sensi- 
tive in this way means bringing back the feelings of child- 
hood when we simply had to have our own way or we 
wouldn’t play. When our childish feelings rule us, we 
lose the ordinary logic and adjustments of manhood. 


What a privilege and pleasure it is to meet men who 
can discuss matters of all kinds without passion and with- 
eut anger; big, broad men who are at home anywhere. 
They lsten to criticism willingly and ean laugh at a joke 
at their expense. This is the ideal salesman type, the real 
maker of friends. 


It is the habit of feeling sensitive that causes many sales- 
men to limit their usefulness by holding people away from 
them. They seem afraid to let go of themselves. 


It is sometimes hard to tell whether such a man is con- 
ceited or timid. He is what is known as a ‘‘chilly proposi- 
tion’’ and is apparently incapable of close friendship. On 
eareful investigation you will find that, in the majority of 
eases at least, these distant individuals are suffering from 
the feeling of inferiority mentioned above. They wish to 
be friendly and they don’t know how. 


If you find that you are one who holds people off and 
that you do not make friends easily, just remember this: 
If you will put your feelings in your pocket and act in a 
perfectly natural manner without any particular effort, 
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you will find no trouble whatever in making a host of 
friends. If you make it apparent that you are trying hard 
to make friends, you will drive people away from you. Take 
it for granted that people will be friendly and your atti- 
tude will draw them to you. Also, do not hesitate to make 
the first move toward sociability. If you wait and the 
other person waits, you will both waste valuable time that 
might just as well be spent together profitably and pleasur- 
ably. 


Formality may be in place for royalty, but it won’t do for 
the wide-awake, democratic salesman who knows the true 
value and pleasure of friendship. 


There are people who frankly admit that they prefer to 
be alone. They don’t like company and they feel restless 
in the presence of other people. No doubt you can call 
to mind many such persons who seem to shun other people. 
There seems to be a streak of this trait in all of us, although 
it is much more pronounced in some than in others. 


Not only is this attitude impossible for business life, but 
it is actually dangerous to mental balance. Scientists call 
it an ‘‘anti-social tendency ;’’ in other words, opposed to 
our fellow beings. 


Perhaps we can all remember the feeling of wanting to 
be alone when we were criticized, reprimanded, or when 
something was required of us. Instead of acknowledging 
the fault or defending ourselves in the face of criticism, 
we are apt to let our feelings interfere with judgment and 
run away like a child that hides in a corner to cry or stamp 
its foot in anger. 


Now we can understand how a person can acquire the 
habit of wanting to be alone. He fears criticism and tries 
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to avoid the responsibility that he would be compelled to 
take if he mingled with other people. In all fairness, how- 
ever, it must be admitted that people who prefer to be 
alone do not understand this peculiarity. They are un- 
conscious of the reason back of such an unnatural feeling. 
That it is unnatural goes without saying, for solitary con- 
finement is said to be the most severe form of human pun- 
ishment. 


If you find anything of this habit in your makeup, get 
rid of it at once by stepping out in the open at every op- 
portunity. After a little experience in “‘mixing’’ with 
your fellow men, you may be surprised to find how easy 
it is and how much it helps you. 


Another angle of the question arises in the case of those 
people who are bashful with strangers. This is another 
relic of childhood, closely connected with the feeling of 
inferiority and a false estimate of self. 


In order to be at ease with strangers, drop your notions 
in regard to the superiority of one person over another. If 
you meet a man who talks better than you do, it is almost 
certain that you have an asset he lacks. If you study the 
question closely you will see that you can find something 
in yourself to balance that which you may envy in some- 
one else. 

Especially in America, we are rapidly breaking away 
from class differences. The old teaching of parents that 
we must be humble and look up to our ‘‘betters’’ is a relie 
of the days that have passed into history. It takes hun- 
dreds of years to change the thinking of the masses to fit 
in with the glorious opportunities of democracy. 


That we are ‘‘created free and equal’’ is an idea that 


has not yet penetrated the understanding of those who 











Your Attitude Toward People qs 





suffer from bashfulness. You can feel perfectly at ease 
with any stranger, whether he be the president of a large 
corporation, or of the United States, if you will remember 
that the differences between you are largely exaggerated 
and manufactured in your own mind. If he be a really 
big man, you can be positive that he will not consider him- 
self superior to you. Anyone who deliberately attempts 
to impress you with his superiority marks himself as in- 
ferior to you. He stamps himself at once as a small man, 
so he is the one to feel shame, not you. 


Family, Friends and Strangers 


Have you ever noticed what a difference there is in the 
way a man treats his family, his friends, and the people 
he meets in the course of business? 


He may be on bad terms with the members of his family 
but a mighty fine fellow among friends and strangers. Or, 
he may get along very well with his family and be decidedly 
unpopular with strangers. 


How would you explain this situation? Perhaps your 
personal experience in this connection may give you food 
for thought. Most of us can make our little confessions 
when it comes to family affairs, and many close students 
of salesmanship are inclined to think that a man’s mind is 
free to be applied to his business according to the way he 
has worked out his affairs at home. 


You couldn’t expect a man to work with a clear mind 
while he is brooding over some injustice or misunderstand- 
ing at home. On the other hand, would you say that a 
salesman could get results, if he believes that his family 
contains the only really worth-while people in the world? 
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Let us follow a salesman through a day to see how this 
difference in feeling toward people works out in actual 
practice. It is not necessary to imagine a case of this 
kind, for plenty of material from real life is at hand. 


There is the case of the salesman who gets up in the 
morning amid the confusion of a badly managed house- 
hold. His wife lies in bed while he shaves. From the 
bathroom he calls to her to prepare breakfast, but she 
sleepson. He grows desperate and reminds her of her duty 
and of the importance of giving a man a decent start for the 
day. He tells her of Jim’s wife, who takes her share of 
the responsibility—a real business partner. By this time 
the wife is awake and defending herself with such a tor- 
rent of words that he grabs his hat and coat and runs for 
the train. Before going to the office he stops at the lunch- 
room and makes a quick breakfast of sweet rolls and coffee. 
Here he meets a friend ‘‘in the same boat,’’ so to speak, 
and the second act of our little drama begins when he 
boasts of letting his wife sleep in the morning. At the 
office he pretends to be happy, enthusiastic, and ready for 
a good day’s work. He tries his best, but the morning’s 
experience has had its effect on him. His pleasant man- 
ner is a thin shell easily punctured by the least little thing 
that goes wrong. 


This man’s salesmanship depends upon his ability to sell 
himself to his wife at home. If he would apply the care 
and study to his domestic problem that he does to business 
problems, he could easily clear away many of the bumps 
of his business career. His wife is a good woman, but he 
has adopted the wrong policy with her. He tries to nag 
her into a position that she would gladly assume if he 
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would approach her with the consideration that he shows 
his customers. 


Quite a differen. state of affairs is shown by the man 
whose entire world revolves about his family life. In the 
midst of a business interview he will pull out of his pocket 
pictures of his family and take up much valuable time 
with stories of his children and their bright sayings. 


A good example of this type is that of a salesman who 
makes himself actually obnoxious by his family attitude. 
In direct contrast to the foregoing example, breakfast in 
this home is an institution. The entire family is gathered 
around the table, and they depart for business and school 
with much regret. All day long the father is impatient 
to return home, and when he gets there he assumes the 
burden of the family detail. You can well imagine how 
much of his attention can be directed exclusively to busi- 
ness. 


It is noticeable that this man can hardly carry on a 
conversation with any interest unless he is talking about 
his family. Friends and strangers comment on his ab- 
sent-minded manner and seeming dullness, except when he 
is discussing his favorite topic. 


Needless to say, this man is not successful in selling. He 
works hard but his mind is not fully occupied with the 
transactions he undertakes. He is suspicious of every- 
one outside of his own circle, and in money matters he is 
particularly hard to handle because he is afraid that his 
family will be deprived of their just dues. 


This may be an extreme case but it illustrates the princi- 
ple of becoming one-sided in our attitude toward people. 
By all the laws of logic and good sense we should equalize 
our feelings toward people so that we can give just con- 








78 Your Attitude Toward People 








sideration to family, friends, and strangers. This is an 
essential point for the man who makes selling his profes- 
sion, because the smooth-running power back of his per- 
sonality is his greatest asset. To him the whole world is 
his family. Not that he will place his dear ones in second 
place and sacrifice them for his business interests. But 
the same devoted feeling that some reserve only for their 
families will be distributed to a larger group in such a far- 
reaching way as to bring all of them prosperity and hap- 
piness. Then his own family will be truly proud of him. 


Selfish or Generous 


You know that self-preservation is the first law of life. 
You realize that you must look out for yourself or no one 
will do it for you. It is natural to get all you can out of 
life, and there is a limit to the sacrifices that one ean make 
for others. 


No doubt you have had your fill of advice in regard to 
serving your fellow men and are now more particularly in- 
terested in gaining some advantage for yourself. You 
cannot be blamed a bit for this attitude, but you naturally 
want to accomplish exactly this purpose in a way that is 
absolutely certain. 


The question arises: Can a salesman reach his greatest 
success by a selfish, hard-fisted policy, getting all he ean 
out of every transaction while ‘‘the getting is good,’ or 
is there much more to be gained from a liberal policy of 
consideration for other people? 


This is not only an important question for the salesman 
to settle, but it is one of the big issues before humanity 
today. Shall the strong take advantage of the weak or 
shall the principle of mutual help prevail? Does our 
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greatest prosperity depend upon a grasping, selfish attitude 
toward people, or may we expect more and lasting pros- 
perity through a liberal, generous attitude? These are fair 
questions to ask, because men have made fortunes both 
ways. 


¢ 


However, the ‘‘proof of the pudding is in the eating,”’ 
you know, and we have only to look back upon the past to 
realize that business depression, lack of employment, panies, 
wars, and similar misfortunes have come about through 
the selfishness of a few individuals. All modern authori- 
ties in business say that the only hope for future stability 
and prosperity depends upon ethical relations in business. 


If you study the matter carefully you will soon see that 
the salesman who fails to consider the interests of his cus- 
tomers is really working against himself. He becomes a 
mere cog in a big wheel grinding steadily and surely to put 
himself out of a job sooner or later. Protecting his cus- 
tomer is protection for himself. 


The law of mutual help and gain is so simple in its opera- 
tion that it is surprising that salesmen do not follow it in 
their dealings as carefully as they observe traffic regulations 
to avoid being run over. 


Of late years big business has begun to realize that the 
eood will of the customer comes first in importance. But 
general conditions are still such that we are inclined to 
think of a salesman who gives his customer a square deal 
as some sort of an exceptional being. Popular thought on 
the subject is shown by the cartoons in our newspapers in 
which a salesman is represented as deceiving a customer or 
the customer is gnashing his teeth with rage at having 
been outdone by a glib salesman. Especially popular 
among such cartoons is the picture of a salesman giving 
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false information about an automobile. ‘‘Many a truth is 
spoken in jest,’’ and by the jokes of people you can gen- 
erally tell of what they secretly approve. A joke allows 
them to enjoy that which would shock them in reality. 
Human beings have not yet passed the childish state of 
enjoying the misfortune of another. 


The suspicion and lack of confidence on the part of the 
customer can come only from two sources. Either he has 
had unsatisfactory dealings with former salesmen or he is 
thinking of his own shady business methods. We usually 
judge others by our own thought and actions. 


In either case, the salesman’s hardest job is to remove 
this suspicion and gain the customer’s confidence. After 
this is done the rest is easy, provided the salesman has some- 
thing that the customer needs. Now, isn’t it plain that the 
salesman will benefit himself by treating the customer 
right? If he does not do so he can not come back and sell 
him again. Little by little the salesman will become known 
as one not to be trusted, for such news travels fast. He is 
like a man without a country and must seek new prospects 
who may not have heard of him before. It is not only 
humiliating but mighty poor business policy. 


Have a genuine respect for the rights of others. They 
are human like yourself and deserve the treatment you 
expect when you buy. Co-operate with others and you 
will advance yourself. Selfishness again, you are think- 
ing? Yes, but the kind of selfishness that benefits more 
than one person is justified. Help yourself by helping 
others and you cannot fail in anything you undertake. 


‘“Every man takes ecare,’’ said Emerson, ‘‘that his 
neighbor does not cheat him. But a day comes when he 
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begins to care that he does not cheat his neighbor. Then 
all goes well.’’ 


Tact 


What do you think of a person who insists on pushing his 
sales proposition at a time when you are very busy with 
some important matter that cannot be laid aside? It doesn’t 
make you feel very good, does it? 


You try to get away from him without being offensive, 
but he ignores your rights and your privacy and goes ahead 
regardless of circumstances. 


Such a person is said to be tactless. He has a single- 
track mind—that is, he can see nothing but his own desires 
in any situation. 


Some people seem to have the knack of knowing when 
they are welcome and when they are in the way. Others 
are blind to the impression that they create and often make 
themselves decidedly unpopular without realizing it. 


Suppose that you called on a man to interest him in 
the article that you are selling. He tells you he is very 
busy just at this time, but will be glad to hear your story 
if you will call again. 


So far he has been courteous but firm in impressing you 
that it is inconvenient to discuss your proposition at the 
time. Now, suppose you should say to him: ‘‘I’m just as 
busy as you are, and you’ll either listen now or not at all.”’ 


Such lack of tact is equivalent to an insult, and all you 
can expect is his acceptance of your ‘‘not at all’’ or an 
offensive reply. 


Perhaps you think that no salesman would be stupid 
enough to pursue these tactics, but such a policy is not 
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uncommon among a class of salesmen who consider them- 
selves independent. They pride themselves on not letting 
any man put them off with excuses. They may occasionally 
frighten a few timid people into listening to them, but as 
a general rule such a plan is folly. 


Under the same circumstances a tactful answer could 
turn the conversation into an interview. Suppose that 
you said: ‘‘You’re a very busy man I see, and I am not 
going to disturb you now. I know what that means be- 
cause I’m kept very busy myself. You will very quickly 
see why when you have the time to investigate what I have. 
Will you be at liberty for a few minutes at two o'clock 
this afternoon?’’ Rare indeed will be the man who won’t 
respond to this method of treatment. 


By ealling him a ‘“‘very busy man”* you flatter him 
indirectly. Saying that you do not wish to disturb him 
shows consideration for his comfort. These two points 
sweep aside his resistance and make him receptive. Call- 
ing attention to the fact that your own work keeps you 
busy places you on a basis of equality with him and in- 
spires respect. Finally, when you mention the value of 
your article at the same time that you reserve for the 
future a discussion of its merits, you sharpen his curiosity 
and cause him to forget his rush and hurry while he satis- 
fies the feelings which you have stirred up in him. 


Such is the advantage of tact over a sharp, thoughtless, 
and needlessly sensitive manner. If you get into a fighting 
mood because people will not give you an audience just 
when you want them to, you are bound to meet with diffi- 
culties. It is far better to meet conditions as you find 
them and, by the use of a little brain work, turn them to 
your advantage. Trying to force your way through life 
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is to use the method of our savage ancestors who depended 
upon physical strength to gain their desires. The trained 
man of today leaves force out of the question and depends 
more and more upon his intelligence to show him the way 
out. Surely you will agree that you can expect better 
results from clear and clever thinking than you can from 
an awkward show of temper and ill fecling. 


Lack of tact comes from lack of training. You will 
find that tactless people were very much the same when 
they were children. They didn’t play freely with other 
children because they insisted on having their own way. 


It will help you to think back to your own childhood 
and check up on the youngsters with whom you played. 
Do you remember those who were quarrelsome and very 
hard to get along with? They simply had not learned to 
fit in with the wishes of the other children. 


It makes a man thoughtful to compare the habits of his 
childhood with those of his later life. He soon discovers 
how little he has outgrown his view of the world and the 
people in it. 

A. tactful person is one who early in life learned to co- 
operate with others, while the tactless man carried a chip 
on his shoulder even as a child. 


Training the child or the man in the art of tact is really 
not difficult. All that is necessary is to think in terms of 
more than one person. If you think only of your wishes, 
your business, your money, and your success, your mind 
will give out thoughts that will set people against you. 
You will lack taet, which, in other words, is merely con- 
sideration for the rights of other people. Thinking in 
terms of more than one person is realizing that you are 
part of a great system made up of millions of people. If 
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you are going to get your share from this system you must 
think in terms of the system. Whenever you have a 
thought that concerns you alone, you can put it down as 
a thought worth very little. A thought is valuable only 
as it concerns someone other than the thinker. 


Train yourself to think in this way and you will have 
taken a step forward toward the realization of your ambi- 
tions. It makes for tact, and tact is a foundation-stone in 
the building of a powerful and attractive personality. To 
the successful salesman tact’ is an absolute necessity. 


Your Opinions 

In building your personality for the work you are to do 
as a salesman, there are five questions to consider that 
refer to your opinions in general. As you read each ques- 
tion the answer will come to your mind, and you will find 
it interesting to write down your answer before you read 
the discussion. The five questions are: 


1. Are you stubborn and set in your opinions? 
2. Are you inclined to criticize others much? 


3. Do you take advice well, or do you think you are 
always in the right? 


4. Do you allow your mistakes to be pointed out to you? 


5. Are you apt to blame others for your mistakes? 


In the first place, you will see at. once why these ques- 
tions are of great value to a salesman. As has been pointed 
out before, the salesman is rubbing shoulders with all kinds 
of people. His personality is in the market as well as his 
goods, and one is just as important as the other. 


It is impossible for a salesman to talk without bringing 
in a personal element which will either attract or repel the 
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eustomer. By the opinions that the salesman expresses he 
makes his character known, and the way in which he han- 
dles the mistakes and misunderstandings that arise in the 
course of routine business builds up confidence in him or 
gives him a setback. To talk is to lay oneself open to 
criticism, and the way in which we meet the latter is the 
all-important factor in progress. 


Let us take these questions in their order and see how 
they work out in the experiences of selling. 


1. To be stubborn or set in your opinions is more nat- 
ural than being fair and open-minded, but in the long run 
it almost always works against you. We say it is natural 
because the desire to be considered in the right is natural. 
Many people consider it a disgrace to change their opinion 
once they have formed one. 

‘“‘You can set up a letter in twenty minutes with this 
special device that we put out, and it will take another 
twenty minutes to run a hundred copies.’’ This was a 
remark made by a salesman for a well-known company 
manufacturing a letter duplicating machine. 

He was just about to close the sale when he threw in 
the above statement for good measure. It brought a quick 
response from his prospect. 

‘Well, I’ve had some experience with such machines 
and I think your statement is a bit strong. When it comes 
to the actual work it will take about an hour and a half 
to two hours to turn out the job.”’ 

“T know it can be done by any intelligent girl with a 
little experience. Suppose you have your office girl try 


it; out.” 
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‘Have you ever seen it done in the time you say?’ 
asked the prospect. 


‘‘No, but our operators do it right along.”’ 


‘‘Have the machine delivered here. Then send over one 
of your best operators, and if she can turn out one hun- 
dred neat letters in forty minutes, I’ll sign the contract.”’ 


The test was made with both the prospect and the sales- 
man present. Ten minutes were consumed in adjusting the 
machine. Then some time was lost through a slip that 
caused a line of type to fall out. Spacing and locking-in 
took more time, and ink on the roller made cleaning neces- 
sary. At the end of one hour and forty minutes the job 
was finished. 


‘This happens once in a while,’’ said the salesman, ‘‘but 
under good working conditions, it can be done in less than 
half the time it took today.’’ 


“What makes you think so? You say that you have not 
done it yourself, your operator has not done it, and yet 
you insist on sticking to your original claim. Why don’t 
you admit that it takes time to turn out a good job, and 
we'll call it square?”’ 


Unfortunately the salesman did not take advantage of 
this opening that the prospect gave him. Instead of turn- 
ing it off good-naturedly and making the time element un- 
important, he took the matter too seriously and stubbornly 
held his ground. : 


“‘T1] tell you what I’ll do with you,’’ continued the 
prospect. ‘‘If you will admit that, for practical purposes, 
we cannot depend on doing the job in forty minutes, Ill 
take the machine. It’s just a matter of principle with me 
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to have you admit that you may be wrong in your opinion 
on this particular point of time.’’ 


“*T know it can be done,’’ stupidly insisted the salesman. 


‘‘Well, have it your own way. You can pack up the 
outfit and take it back.’’ 


““You’re not going to take the machine after all this 
trouble?’’ The salesman was bewildered, but something in 
his makeup would not allow him to withdraw from his 
position. 

*“No, I’m through,’’ replied the prospect. ‘‘Good day, 
air.” 

The salesman figured that it was a matter of principle 
with him not to give in, even though he lost the sale. But 
his ‘‘ principle’? was based on stubbornness instead of facts. 
Not only was he wrong from a standpoint of salesmanship, 
but he showed a decided weakness of character. 


A big man is always glad and willing to yield a point. 
He changes his mind as often as the facts demand it. The 
man who is set in his opinions cannot make headway be- 
cause he is neither honest with himself nor with other peo- 
ple. In this respect he uses the mind of a child that insists 
he is right in spite of all reason to the contrary. 


2. Deep within each of us is a tendency to criticise oth- 
ers with the object of showing that our own way of doing 
things is better. We are apt to forget that individuals 
differ; that each individual works, talks, and acts aecord- 
ing to his own training and experience. The world would 
be a monotonous place indeed if we all acted alike. 

Why then should we take such secret delight in criticis- 
ing other people? Merely because we are bent on attract- 
ing attention to ourselves at the expense of. someone else. 
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If you are trying to sell your goods to a prospect and 
you drift into a confidential talk on the faults and weak- 
nesses of your competitors and their goods, what do you 
think is accomplished by it? You may feel that you are 
bringing the prospect to view your goods as superior, but it 
seldom works out that way. 


Just analyze the situation a moment, and you will real- 
ize that you are posing as a person who would never do 
the ‘‘terrible’’ things that you are talking about. You 
are trying to convince your prospect that you are honest 
and that your goods are superior. 


But you are unconsciously directing your prospect’s 
mind toward suspicion. You are planting the seed of dis- 
trust, and you will be included in spite of all your efforts. 
You know it is the guilty person who protests his innocence 
the loudest. 


If you believe in your goods, and you mean to do the 
right thing by your customer it is not necessary to assure 
him of this fact. Where there’s smoke there must be fire. 
A strong display of your own virtue in comparison with 
someone less fortunate than yourself shows a lack of econ- 
fidence in what you are saying. Sincerity of purpose 
never requires an attack on another person. 


When you are selling goods, talk about the goods. Never 
mind what someone else is doing in the same line. It won’t 
help you a bit to knock the other fellow and it will spoil 
many a sale for you. Besides diverting attention from the 
business in hand, the inclination to criticise others a great 
deal keeps your personality in a vise the jaws of which are 
hard to pull apart, once you get the habit. If you will 
stop it for only one week you will feel a distinct gain all 
around. 
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3. Do you take advice well or do you think you are 
always in the right? What a question for all of us to 
take to heart! 


Your first thought will be that you do take advice well 
and that you are willing to acknowledge a fault when you 
are wrong. But it is one thing to take advice and quite 
another to have it actually change your actions. Merely 
to give in on a point is no sign that you have changed 
your viewpoint. 


You may appear to accept advice because you wish to 
please the person who advices you or because you think 
it good policy to keep in his good graces. Whether your 
private opinion is really changed is quite another matter. 


The whole argument hinges on fairness. If a customer, 
salesmanager, or fellow-salesman takes the trouble to ad- 
vise you, why not be impartial enough to weigh the advice 
and act accordingly? Is it that we love our own opinions 
to such an extent that we cannot give them up without a 
struggle? 

The quality of an opinion may be judged as you would 
judge the quality of goods. You can compare your opin- 
ion with other opinions. Ask yourself why you believe as 
you do; whether, under all conditions, your opinion will 
hold good. Do not eling to your opinions just because 
they are yours, but drag them out into the open and look 
them over as cold-bloodedly as if you were judging material 
objects. 


Consider the case of John Doe, whose mind had never 
been trained to think logically. In his sales talks, instead 
of proceeding from one point to another according to the 
necessary thought relations, John had the habit of branch- 
ing off into matters far removed from the business of the 
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moment. <A typical example of John’s style of talk would 
be as follows: 


“‘This property belongs to a widow—one of her children 
is sick—she had to call a doctor in the middle of the night 
—the doctor is that tall man in town with the black beard— 
nice property, isn’t it—he resembles the old auctioneer in 
our home town who drove the gray nag that he picked up 
at a publie sale, where I met my wife—she lived in a house 
built like this one I’m showing you—not so many trees on 
this one—shuts out the sun—passed her house many times 
before I had the nerve to go in—front door the same as this 
one—her father a stern old fellow,’’ ete. 


John always insisted on telling everything just as it 
passed through his experience, no matter whether or not it 
had any bearing on the present. This was the only way in 
which he could keep talking. If he was interrupted or 
questioned, he was confused and became so helpless that he 
could not proceed. He was puzzled, like a man in the mid- 
dle of a stream where an accustomed stepping-stone has 
been removed. 


John’s friends tried every means to break him of this 
habit, but they could do nothing with him. Even when 
his closest friends tried to make him see how ridiculous he 
made himself he would act glum and say that they mis- 
judged him entirely. ‘‘I’m only giving the facts,’’ would 
be his defense. He could not get on the outside of himself 
and take an impartial look. 


John’s habit of thought had its humorous side. On one 
occasion he rushed into the office of a friend all excited 
over some important news: 


‘“‘T’ve heard something that is surprising, and it will 
surprise you when you hear it. As I was standing in Dud- 
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ley’s shop while Dudley was fitting a new fender to Tom 
Clark’s automobile—by the way, Tom got hit in a queer 
way. I’ll tell you how it was.”’ 


‘Never mind about Tom; go on with your story,’’ said 


his friend. 


‘Well, then, as I was standing in Dudley’s shop, a fel- 
low came in with an umbrella and smoking a cigar.’’ 


‘‘Say, look here,’’ protested John, ‘‘you get me all 
twisted up; I can’t tell you unless you let me tell it in my 
own way. As I was saying—with a cigar, etc.’’ 


John’s case is extreme, but practical life furnishes us 
with many similar illustrations. If a salesman has mem- 
orized his sales talk mechanically, without giving any 
thought to the points, logical order, and sense of the argu- 
ment, he is likely to be entirely thrown off, if he accidentally 
omits a single word. Such a method of memorizing will 
never prepare you properly for the real work of selling. 


If you want to improve your salesmanship and develop 
your personality, always be willing to accept a bit of ad- 
vice. If you cannot accept it, have a good sensible reason 
for turning it aside. Even those who know less than you 
do can often give you a few pointers that will help you. 
Many a learned scholar has profited by listening to a so- 
ealled ignorant man. We cannot afford to turn aside any 
man’s opinion without due consideration. 


If you feel that the man advising you is a crank, be glad 
that you have met a crank. He might make you a selt- 
starter. 


4. Do you know who ean teach you a great deal about 
selling? It is yourself. 
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And how? By allowing yourself to become conscious of 
the mistakes you make. 

You will profit much by allowing other people to point 
out your mistakes, but it will never make such a deep im- 
pression on you as when you do it yourself. 


This does not mean that you must be on the lookout 
constantly for mistakes. Many salesmen do so with the 
result that they develop a negative state of mind. If you 
look forward to making mistakes, you will be more likely 
to make them than if you occupied yourself with the sale, 
with your prospect, and with the business of winning him 
over to the point of closing the transaction. 


After you have had an interview and failed to close is 
the time to allow your mind to dwell on a strict analysis 
of everything that happened during the interview. Instead 
of turning away from the experience with anger, disgust, 
or even disappointment, you will find it to your advantage 
to find the weak spot in your method of presenting your 
proposition. Allow your mind to open up with the skill 
of an expert who lays all the facts before him for the pur- 
pose of coming to a definite conclusion. 


At first you may find it hard to remember just what 
happened during an interview. You may have a general 
impression, but the details will not be clear. Whether a 
given idea or fact will be easily recalled depends upon the 
way the fact is learned. If the understanding back of the 
fact is dull and the picture in the mind upon which the 
fact is based is not clear, it will soon fade from the memory. 


If you do not remember what you have said to a pros- 
pect you cannot very well correct your mistakes. Indis- 
tinct mental images and lack of reasoning as a general rule 
lie at the root of faulty memory. With understanding and 
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logic, no effort to remember is necessary. The mental pic- 
tures follow each other in their natural order. In analyz- 
ing your interview first determine whether or not each 
point from start to finish was laid before the prospect in 
a natural order—easy to follow, to understand, and to 
believe. 


Make it a habit to see and hear things sharply and cor- 
rectly. All ideas stored in your mind which you are able 
to recall are the impressions received through your physi- 
eal senses. Unless these sensations are clear and distinct 
the effort to recall them will give only a hazy, imperfect 
picture. 


That is the reason why you should give careful attention 
to the formation of the original impression. If your sell- 
ing talk is a hit and miss affair, it will be a hard matter 
afterwards to correct the mistakes you have made. You 
will probably pass it off with no effort to improve your 
salesmanship and go on making the same old mistakes. 
You may have such a hazy notion of what you actually 
said to your prospect that you will not even let anyone else 
correct you. The solution of the whole problem lies in lay- 
ing out clear ideas in advance, as you would lay out the 
proper tools for building a house. 


Kay, in his book, ‘‘Memory: What It Is, and How to 
Improve It,’’ says: ‘‘When the impression that is formed 
in the mind is clear, distinct, and vivid, it will be readily 
reproduced with much of its orignal character and force; 
but when, on the other hand, it is indistinct, hazy, ill- 
formed, it will be recalled with difficulty and only in a 
very imperfect manner.’’ 


You can easily verify these statements by your own 
experience. You will notice that a fact which you observed 
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most sharply you can recall most easily. Objects which 
you examine carefully are retained longest in your mind 
and are ready for you whenever you have occasion to re- 
member them. 


Sir Francis Galton says that ‘‘the best workmen are 
those who visualize the whole of what they propose to do 
before they take a tool into their hands.’’ The remark 
can well be taken to heart by the salesman who has his eyes 
open to the possibilities of his own development. He 
should have a clear image of his sales talk before attempt- 
ing to present his proposition. 


Let us say a word about allowing others to point out your 
mistakes to you. Whenever anyone takes the trouble to 
call your attention to a mistake that you have made, give 
him your thanks by listening carefully. It is no disgrace 
to make a mistake, so you need not feel bad about it. 


If a man never made any mistakes he would learn very 
little. After a mistake has been made, if you realize its 
effect, you have the finest kind of training namely, experi- 
ence. You try a certain method and if it does not work 
out to your satisfaction you change the plan and try again. 
It is the mistake you made that causes you to shift your 
position until you feel that you have improved with another 
trial. 


The habit of feeling offended when you are corrected is 
a sign of secret unwillingness to improve. The man who 
is sincere in his desire to learn will weleome correction. 
He will feel that someone is taking an interest in him and 
helping him along the upward path. You either move for- 
ward or backward, so change is a necessity. Anyone who 
shows you a change for the better is a friend indeed. 
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5. ‘‘Yes, sir, that was my mistake,’’ said a salesman to 
a customer whose order had not been made out according 
to agreement. ‘‘I’ll wire the house and have the matter 
straightened out at once.”’ 


How easy it would have been for this salesman to escape 
responsibility by placing the blame on someone else in his 
firm. But here was a high-class salesman, a straight-for- 
ward man of character. 


The customer was quick to notice this and in spite of 
the fact that he was much aroused by the mistake, he said: 
‘““That will be all right. We all make mistakes once in 
a while.’’ 


The salesman in question had arrived at a point in his 
career where he knew the value of admitting a mistake 
when he was really at fault. Experience had taught him 
that ‘‘facing the music’’ frankly is the best way out of a 
bad situation. It disarms the person who makes the com- 
plaint, whereas laying the blame on someone else increases 
the customer’s feeling that he has been neglected. 


Are you apt to blame others for your mistakes? 


It is very easy to do so, without realizing it. If you 
have been trained to feel disgraced when you make a mis- 
take you will try to escape by the first opening that pre- 
sents itself. And that is usually accomplished by turning 
the blame on the other fellow. 


If you are guilty and blame someone else, it is bound to 
show in your actions and your expression. No matter 
how good an actor you may be your balance will be dis- 
turbed and your thinking interfered with. In your own 
mind you know the facts, and your mental conflict is bound 
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to take some of your attention until you have adjusted 
your feelings. 

It can be proved by actual experiment that disturbed 
feelings have the effect of slowing up the thinking. The 
experiment is made in the form of a test consisting of a 
hundred common words that are in everyday use. These 
words are called out to the man being tested with the in- 
struction to tell the first word that comes to his mind as 
soon as he hears the test word. The time it takes him to 
answer is measured carefully with a stop watch. 


Now you would think that an ordinary man of intelli- 
gence could respond to such words as ‘‘house,’’ ‘‘table,”’ 
‘‘water,’’ ‘‘green,’’ ‘‘head,’’ ‘‘child,’’ ete., in about the 
same length of time. But the actual experiment shows 
that it is impossible for him to do so. 


The reason for this is found in the fact that each word 
sets up a series of feelings stored up in his mind according 
to the experiences that he has had. If the memory is dis- 
agreeable, the time is taken up in adjusting himself to it 
before he can answer. This does not mean that he actually 
becomes conscious of the unpleasant experience in his mem- 
ory, but he resists it nevertheless. Naturally he does not 
wish to think of the disagreeable so he unconsciously 
pushes it into the background of his mind. In this way 
the time is taken up. 


For example, suppose that the word called out is ‘‘table.’’ 
It happens that in his family the table is a place where the 
family grievances are aired and many quarrels occur. As 
soon as ‘‘table’’ is called out, these old memories are 
stirred up, arousing the original painful feelings such as 
anger, humiliation, and the like feelings. In trying to 
keep these feelings from coming into his mind, time is 
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consumed, and the stop watch clicks off the seconds. If 
the word is one not connected with anything painful he 
answers immediately. In every test there are many such 
words that bring a response in a fraction of a second. Also, 
if a person is so trained that he does not try to resist his 
memories, pleasant or painful, he will answer quickly. 


Coming back to the question of blaming others for our 
mistakes, you can now see how it affects the thinking. On 
the one hand, we are trying to escape blame for the mis- 
take, and on the other hand, we know that we are blaming 
the other person unjustly. This humiliates us and no mat- 
ter how hard we try to pass it off, our efficiency is inter- 
fered with. How much better to come right to the point, 
admit the mistake, and immediately try to repair the 
damage. 


Of course we cannot always expect easy treatment when 
we accept blame for our mistakes. But this makes no 
difference, because we have at least kept our own thinking 
straight and avoided confusion. 


In handling an angry customer or your sales manager 
you can always do better with a clear mind. Once you 
acquire the habit of facing the facts as they exist, you will 
be able to come through the most trying experiences of 
this kind with the least loss of reputation, standing, and 
influence. The awkward situation cannot always be 
avoided, but it can be faced with an honest attitude that 
will always save you from disaster. Best of all, the habit 
of facing the facts will develop in you the kind of thinking 
that will prevent mistakes. Before you act you will think, 
a sure cure for mistakes. 
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General Hints on Successful Dealing with People— 

You have now had the opportunity to gain a definite 
idea of your own attitude toward people. No. 1 of this 
section brought to your attention the value of making 
friends and getting acquainted easily. No. 2 showed you 
the advantage of treating all people alike, whether friends, 
family or strangers. No. 3 proved the principle that co- 
operation with your customers is the only paying policy. 
No. 4 laid stress on the importance of tact, that rare jewel 
in the makeup of a salesman. No. 5 urged you to examine 
your opinions, the expression of which form the ground- 
work of your personality. 


There yet remains a few hints that will not only enable 
you to sell more goods but will insure a steady growth of 
your character and personality. 


Trust people but do not carry this attitude too far. You 
may trust a man to such an extent that you tempt him to 
take advantage of you. Do not be suspicious, however. 
Instead, sharpen your powers of observation so that you 
may know when people are square with you. Suspicion is 
a trouble-maker because it leads you to condemn a man in 
advance. Keen observation is useful because it leads you 
to the discovery of the real facts. 


Do not be resentful when things seem to go against you. 
In the case of people mistreating you, resentment will not 
help. Better look carefully to see whether or not their 
treatment of you may be justified. If not, you might as 
well dig up an attitude of forgiveness and go ahead. You 
never know when you may find yourself in the position of 
mistreating someone else. If you are pardoned, you will 
appreciate it. 





— 
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Do not allow yourself to hold a grudge long. If you do, 
the grudge will gather strength with time and end by hurt- 
ing only you. Grudges are queer feelings made up of a 
combination of self-pity, smoldering anger, and conceit. 
If you do not over-value yourself, a grudge is short-lived 
and quickly turned into a more useful feeling. Take your 
grudges and turn them into the joy of competing with 
your fellows in a piece of work well done. 


If a customer turns you down cold, do not be offended. 
Even the experience of having a door slammed in your 
face may find a little corner in your sense of humor as you 
realize the extent to which a human being can act like a 
child. Do not forget that the motives of most people are 
those of their childhood which they have not yet overcome. 
If you prepare yourself for selling by not being surprised 
at anything that may happen in the course of a day, you 
will not be easily offended. After all, what’s the use of 
wearing yourself out in your feelings? You can use your 
energy to much better effect than feeling offended. 


One of the most common faults is to see slights where 
none are intended. A customer may be merely joking and 
a, sensitive salesman take it as an insult. If he does not 
say so openly he will act the part, which is just as bad. 
His change of expression will be noticed by the customer 
who will consider the salesman a ‘‘poor sport.’’ Such an 
attitude on the part of the salesman will raise needless 
obstacles in the way of the sale. Expect to be treated 
fairly and stop going around looking for slights. The fact 
is that a salesman who is so easily insulted brings most of 
his trouble on himself, through his attitude in general. 


If another salesman sells more than you do, find out 
how he does it. Don’t waste your time and brain material 
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on jealousy and envy. Jealousy is a little imp of mischief 
in your mind, revealing a blank spot that needs filling in 
with good, hard, common sense. You know very well, if 
you stop to think, that envy will paralyze the actions nec- 
essary to reach the goal you desire. Envy sets a man down 
in a corner to brood over his hard luck instead of sending 
him out where the dollars are to be found. 


When you have had a hard day and the total sales have 
not reached the amount you expected, don’t fall into the 
trap of thinking that the world isn’t treating you right, 
and that you are not getting a fair chance. The people you 
meet have their own problems and you need not expect 
them to devote themselves to your particular interests. As 
soon as you begin to feel that the world has turned against 
you, self-pity will bend your attention inward toward 
yourself where it will fester lke a boil until you come out 
of your shell again and see that your chances are just as 
good as the next man’s provided you use a good mixture of 
‘‘brains and steam.’’ 


Feel satisfied with your surroundings. No doubt you 
think that to be satisfied with your surroundings will keep 
you from advancing. You probably believe that you should 
hitch your wagon to a star in order to make headway. 
However, there’s another way of looking at the matter. 
If you have your eyes on the star you are liable to stumble 
on the steps leading to the star. It is all very well to look 
ahead toward the goal you wish to reach, but be sure that 
your feet are planted solidly on the ground so you can 
take advantage of every opportunity. Many a good man 
falls short of his ambition because he does not feel any 
satisfaction in the work he is doing at the moment. Pleas- 
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ure in anything you do will make you do it well, and that 
is the natural road toward something better. 


Don’t feel above your surroundings. Unless you are the 
victim of some misfortune your surroundings will be just 
about what you make them. Just as water seeks its own 
level so do people fit in where they belong. As you develop 
your real self, so will you attract the kind of people who 
will appreciate your ability. The man who feels above the 
people around him cannot very well sell himself or any- 
thing else. Customers are very quick to sense the ‘‘high- 
brow’’ salesman who considers himself too good for his 
job. The result is either ridicule or coldness in the mind 
of the customer, either of which cuts off the chances for 
making a sale. 


Learn to adapt yourself easily to new surroundings. No 
matter how well you love your home, conditions may be 
such that you can do much better elsewhere. In moving 
to a new place, try to realize that the people there are just 
as good as those in your “‘home town.’’ The sooner you 
make yourself at home in a new place the better will your 
thinking machinery work with your new job. Some peo- 
ple never feel comfortable in strange surroundings. They 
are held down by habit, thinking that the new can never 
take the place of the old. Progress demands constant 
change. New places and new faces bring out the best in 
us, just as new and unusual conditions of life have 
developed the race in its struggle upward from savagery 
to civilization. 


As you mingle with many different kinds of people in 
your work as a salesman do not be too free to tell your 
thoughts. Before you express an opinion, try to size up 
your man so that you may have some idea of the impres- 
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sion that your opinion will make on him. If you think 
that he is not ready for the thought you have in mind, it 
is much better to keep it to yourself. Don’t allow every- 
one to know the inner workings of your mind. To tell 
details of your private life, your views, and mental atti- 
tudes will invite that familiarity which breeds contempt. 
Stick to your business of selling and never get very far 
away from the subject. Seasoned salesmen know that to 
tell less than they know is one of the secrets of success. 


Don’t unburden yourself to a customer. If there is 
something troubling you and you feel that you must talk 
it over with someone, go to a friend who does not buy 
from you. At first the customer may feel flattered if you 
seek his sympathy, but he will soon grow tired and feel 
that your visits are more of a liability than an asset to him. 
Besides, it takes his attention away from your goods and 
gets him to thinking along entirely different lines. When 
you are selling, let nothing enter in that might steer your 
customer away from your proposition. 


Even though you make it a habit to tell less than you 
know, you can be frank and open. If the customer asks 
you a question, give him a quick and definite answer. 
Don’t ‘‘beat about the bush,’’ but come to the point at 
once. If you must enter into a lengthy explanation, 
answer frankly and then explain. Leading your customer 
through a long series of details with the answer to his 
question at the tail end will make him impatient and turn 
him against you. If he gets your viewpoint at the begin- 
ning he will be satisfied and ready to listen further. Stick 
to the facts and he’ll stick to you. 


Tt is a good thing for a salesman to be enthusiastic about 
his proposition, but enthusiasm has its dangers in selling, 
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If your enthusiasm carries you off your feet so that your 
feelings rise to a high pitch, an intelligent customer will 
begin to look for something wrong with your proposition. 
He figures that if the facts are as you say they would 
speak for themselves and you wouldn’t have to work 
so hard in playing them up to him. The keen salesman 
must be a judge of human nature in knowing just how far 
to go with his enthusiasm. The more intelligent the cus- 
tomer, the less enthusiasm will be needed. In all cases 
keep your feelings well under the control of your judg- 
ment. You know the old saying that a man who lets his 
feelings run away with him never knows where he’s going. 
That’s exactly the point here. Feelings give the ‘‘punch’’ 
and background to thinking, but they must be directed and 
controlled by the thinking. 


Just the opposite situation is found in the ease of the 
salesman who presents his proposition without any feeling, 
in a cold-blooded manner. He will never get very far with 
this method of selling. If you intend to sell an article and 
you don’t respond to it with any enthusiasm, you had bet- 
ter not begin. It means that in the back of your mind you 
don’t want to sell the article, except for the money that it 
may bring you. If the article does not stir your feelings it 
is almost a sure sign that you have little faith in its money- 
making possibilities. If you go ahead on this basis you are 
going to drive against a stone wall. Either stir up some 
enthusiasm for the article or find something else that you 
can enjoy selling. 


In your attitude toward the people you expect to sell 
you can think of yourself as a powerful dynamo generating 
energy to be sent out to the men and women you meet. As 
you improve this attitude you open up new wires for let- 
ting out your energy. If the connections are sound the 
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current will meet with no obstructions and a quick response 
will be gained from the person receiving the current. 
With your dynamo out of adjustment and with loose con- 
nections, no matter how much energy you generate, it will 
not reach the person for whom it is intended. Keep your 
dynamo in good repair by looking within yourself for the 
solution of most of your selling problems. The finest plan 
in the world cannot sell itself. It is YOU who must put 
it over. 


SUGGESTIVE QUESTIONS 


How far have we gone in the accomplishment of a thing 
when we have resolved to do so? That depends upon the 
character of the one who makes the resolve. For one man 
who thus determines, the thing is as good as done. Another 
man resolves, makes a good start and soon falls by the 
wayside. Follow these two men through life: one is a suc- 
cess, the other a failure. 


I. Making Friends. 


1. It is easy to be social under certain conditions 
What is the test of true sociability ? 


2. How do we endanger friendships? How do we 
safeguard them? 


3. What is wrong with the one who cannot make 
friends easily ? 


II. Selfish or Generous? 


1. To what extent are the wrongs of society attrib- 
utable to selfishness ? 


2. How does the failure to consider the interests of 
others become a losing policy? 
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Tact. 

State two ways in which a salesman can be tactless. 
Is tactfulness a natural quality or the product of 
training ? 

Your Opinions. 

How would you answer the five questions given 
with reference to yourself? 

When should you change your mind on a given 
point? 

If you are inclined to blame others for your mis- 
takes is it because you take the ground that you do 
not make mistakes? 

General Hints on Successful Dealing with People. 


What is liable to happen if you trust people too 
far? 

If you hold a suspicious rather than a trustful atti- 
tude to people what are you likely to see that does 
not exist? 


How should the failure to sell a prospect affect 
you? 
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SECTION V 
YOUR EFFICIENCY 


System 

In recent years efficiency has come into general use as 
a word connected with big business. Increased production 
and world-wide distribution have been made possible by 
efficiency methods. Efficiency has been talked and written 
about until a lecture or articles on business seems incom- 
plete without some reference to it. 


A man is said to be efficient when he does his work well 
and in the shortest possible time. This he accomplishes 
by means of a system or set of rules.. The system is made 
to cut out waste motion in a given task and also to fit 
in quickly with the work done by the other employees. 


For example, the old way of assembling electric light 
sockets was to pick out the parts from as many different 
boxes and put them together. This made it necessary to 
reach into the boxes to get the parts, a method that took 
up a good deal of time in reaching, besides tiring the 
worker. Applying a bit of reason to the problem, the effi- 
ciency expert installed a system of chutes that delivered 
the parts right under the hands of the operator so that 
only a motion of the wrist was necessary to take hold of 
each assembly part. As a result of the change of method, 
the production of each worker was greatly increased. 


This is all very well for the worker with a limited num- 
ber of motions to make. Where the same task is repeated 
over and over again, system is useful because it settles the 
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worker into the habit of doing the right thing at the right 
time. A habit is an action that requires very little thought; 
it works by itself like a machine, provides the power if 
turned on. 


In making a sale, however, too much system is apt to be 
more of an interference than a help. Salesmanship is an 
art, and art can never be regulated by rule of thumb. It 
stands to reason that the salesman cannot be tied down to 
a routine sales talk because he is daily called upon to meet 
new problems. He works with human beings, with their 
desires, their prejudices, and their peculiarities. A sales 
talk that will impress one type of person will irritate the 
next person. 


The salesman must keep his mind free, flexible, and fresh 
in order to meet the demands made upon him. Monotony 
will rob him of his originality, and monotony always comes 
from a too rigid system. To prove this to yourself, simply 
say one word many times and you will notice that it gradu- 
ally loses its meaning. The mind tires from repeating the 
same thing and closes the nerves leading to the thinking 
center. 


In planning your work, divide it into two parts. Those 
tasks which are always to be done in the same way should 
be regulated by system. Under this heading you can put 
such work as making out orders, reports, records, ete. The 
work that requires cleverness, strategy, and persuasion 
must be planned according to the circumstances, which 
may be different in each and every case. 

Try to feel that your brain is free of restraint, and that 
it is working with no sign of friction. Let it work for you 
instead of driving it along a narrow path marked out to 
fit some system. The broader your viewpoint the more 
people you can learn to handle, and that means greater 
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sales. One of the fine points in selling is to realize that you 
can’t force your mind any more than you can force the 
square peg into the round hole. As you develop selling to 
the dignity of an art you will learn that your mind must 
be treated with the care given to a thoroughbred animal. 
With harsh treatment it will balk; with encouragement 
and freedom, it will land the prize for you. The mind ofa 
high-class salesman cannot endure too strict discipline such 
as is demanded by a hard-and-fast system. He can only be 
efficient as he breaks away from a rigid routine. That is 
why the mere routine worker who cannot break his old 
habits seldom makes a good salesman. 


If you find that you are finicky in your demands for 
system and order, confine your exactitude to routine work 
and try to keep it out of your sales talks. Deep within 
your mind is the spark of inspiration waiting to be turned 
into words that produce results, if you will take off the 
weight of your habits holding it back. But don’t try to 
squeeze it out; just let it out. 


You have noticed that there are times when you talk in 
a way that surprises you. Your words come without effort 
and you wonder how you did it. You say, perhaps, that 
you were in the right mood, but the fact is that you only 
let yourself go at the time without forcing yourself. Then 
you felt a real pleasure in talking and you did not fail to 
convince your customer. 


Such experiences show you the possibilities of taking the 
brakes off your mind. Salesmanship is unlike any other 
work. It requires that personal touch which is yours alone. 
Each man approaches the sale in a different way and the 
best way for him is that which fits in best with his per- 
sonality and inner feelings. If you would become a leader 
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in your field, keep from burying the best part of your mind 
by a set of rules. Your greatest efficiency in selling will 
come with the personal freedom that you cultivate. 


Responsibility 

Asa salesman you have the responsibility of giving infor- 
mation about the goods you sell, the house you represent, 
and the terms upon which the sale is made. Your effi- 
ciency rests in part on the correctness of the information 
that you give to the customer. This is such a simple state- 
ment that you would think every salesman would be careful 
to follow it regularly in his business dealings. 


Many salesmen find it tempting, however, to say any- 
thing and promise everything, just so they can make a 
sale. Not only do they evade the responsibility given them 
by the firm, but they soon find themselves followed up by 
a series of complaints, cancelled orders, and awkward situ- 
ations to straighten out. Such men cannot be considered 
efficient. 


For example, a salesman who showed real ability in many 
ways found himself passing from one position to another 
without being able to attach himself permanently to any 
firm. He always started out by making a record for him- 
self, only to be discharged after a few weeks’ work. 


He finally made a connection with a publishing house, 
selling on a commission basis. His sales mounted up 
quickly, and the sales manager was highly pleased. The 
salesman’s commission was paid out of the first payment 
made by the purchaser. When the statements for the sec- 
ond month’s payments were sent out, letters from the buy- 
ers began coming in, stating that the salesman had used 
unfair means in securing the order. In one ease, the sales- 
man had promised to use his influence with the company 
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so that the first payment would be accepted as full pay- 
ment for the books. In order to get his commission the 
salesman said anything that would induce the prospect to 
make the first payment. After that he trusted to luck to 
pull him through. 


No doubt you are thinking that this man was just down- 
right dishonest. You are right. But he did not think so. 
He protested his innocence and made matters worse by 
referring to his church and family connections to prove 
that he was loyal and trustworthy. His argument was not 
convineing and he was turned out to seek a new field. 


To be efficient in selling one must take full responsibility 
for his statements. There is no use promising something 
which cannot be delivered, because the time for a reckon- 
ing is bound to come. Either the customer or the sales- 
man will appear to be sidestepping the truth, and it isn’t 
likely that the customer will be placed in that position by 
the firm seeking his good will. 


A natural feeling of responsibility is the very founda- 
tion of a salesman’s success. It means that one takes it 
for granted that he is telling the truth and that he expects 
to back up his statements. Exaggerating responsibility, 
on the other hand, may easily interfere with the salesman’s 
efficiency. He may be so careful, that he will give the im- 
pression of being afraid that he will cheat someone. He 
couldn’t feel this fear if he didn’t have the idea of dis- 
honesty on his mind. 


Such a man is easily blocked in his work by scruples 
and doubts. He says: ‘‘ Believe me, I’m telling you the 
truth. I wouldn’t give you the slightest misunderstanding 
for the world. When I say a thing I mean it so you need 
not doubt me.”’ 
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This sort of talk is an apology for the inner thoughts 
of the salesman. He succeeds only in bringing the idea 
of dishonesty into the conversation, thus making the cus- 
tomer uncomfortable and suspicious. Such a man may be 
totally unaware of his inner dishonesty, and his strong 
effort to appear honest merely serves to defend him against 
his own thoughts. If he were really honest he would not 
need to insist upon it. A man who is honest with himself 
does the best he can and lets it go at that. 


Responsibility is a feeling that needs no advertising. 
to ahead with your statements in a straightforward man- 
ner and defend yourself only when someone accuses you. 
What’s the use of bringing into a sales talk false ideas 
that may not even have entered the customer’s mind? Do 
the right thing and leave trouble alone until it comes 
up. The salesman who looks for trouble usually finds it. 

Responsibility is planted in a man’s mind very early in 
life. It becomes so much a part of his personality that it 
works without being conspicuous. As soon as it is pushed 
too much into the foreground there is something wrong 
somewhere; it gives the opposite impression of deception, 
pulling against itself, resulting in the attitude of defense. 
The best way out of the problem is to stop apologizing and 
get down to the root of the trouble in the mind. As soon 
as the real feeling of deception is discovered, the battle is 
stopped, the fault corrected, and a step toward progress is 
gained. 


Leadership 

As you plan for your own efficiency in salesmanship you 
will naturally come to the question of leadership. The 
quality of leadership marks one of the main differences 
between the ordinary salesman and the one who leaves the 
rest of the crowd far behind. 
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Generally, you think of leadership in relation to large 
groups of people, but there is much to be learned about 
leadership as it affects two people, for example, the sales- 
man and his customer. The salesman who, slowly but 
surely, carries along his customer to the point of closing 
a sale is as true a leader as if he led the forces of an army. 
In many ways it is easier to lead a mob or a crowd than 
to influence one person. 


Two salesmen start with the same firm at the same time. 
Each man has an equal chance to sell. In a few years one 
of them has outgrown his position and expanded to such 
an extent that he directs other salesmen and prospers 
enormously. The other man is still in the same position 
doing about the same amount of business as when he 
started. He has ambition, but shows no leadership; if 
he has any power of leadership he does not know how to 
use it. The first man makes use of this power within him 
to attract new customers. He is always alert and is con- 
stantly working and influencing people to buy from him. 


If you really want to succeed as a salesman you will 
have to shake off that old feeling of being inferior and 
get rid of the ‘‘I wish I had’’ idea. Get to using your 
mental forces instead of being a slave to a fear habit 
learned in childhood. Most men are only wishing when 
they should be doing something. Many people fail because 
they have a wishbone where their backbone ought to be. 


Leadership can be trained by exercise. Every sane per- 
son has this power within him and it requires only con- 
stant practice to develop and use it. Of course, some men 
naturally seem to be forceful or magnetic and use this 
power to influence others without knowing how they do it. 
If you become familiar with the private lives of such men 
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you will soon discover that their training was such as to 
bring to the surface their qualities of leadership. In child- 
hood they broke away from narrow influences and struck 
out for themselves. 


Training your mind for leadership means getting rid of 
ideas about yourself that have held you down for years. 
This is exactly what these lessons aim to teach. If you 
have followed each principle in relation to the next one, 
and when you have finished, consider them all in relation 
to each other, you will acquire a power of leadership such 
as you never dreamed of possessing. 


Just as soon as you discover that you really have this 
power you will feel yourself walking erect and looking 
everybody straight in the face. Any bashfulness that you 
may have had will be gone, and in the place of fear, courage 
will step in and make your life and work a real pleasure. 


If you had never seen an automobile, and then saw one 
in operation, would you deny its power to run without 
someone pulling it or pushing it, because you did not 
understand its mechanism? Just so, many people take 
this attitude toward their own minds. Your mind is the 
most wonderful machine in existence all ready for self- 
running as soon as you can clean out the paralyzing ideas 
that clog it. 


Leadership is the essence of salesmanship. It is the 
means of health, wealth, and happiness. It is one of the 
vital things of our being and so closely connected with the 
very wellsprings of life that human existence may be said 
to be almost dependent upon it. Everybody hasit. Almost 
everybody uses it to some extent. The salesman who uses 
it knowingly and understandingly is naturally able to 
obtain greater results from its use than others, 
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No doubt you have at some time bought and paid for 
something that you did not know you wanted at the time 
you bought it, and afterwards decided that you did not 
want it at all. The buying came about through the power 
of leadership on the part of the person, advertisement, or 
letter that induced the sale. 


After you have released your power of leadership with 
vour first customer, and know how it feels to go about it, 
and when you have seen how easy it is, you will wonder 
at the simplicity of the whole plan. From then on you will 
have easy sailing. The sticking point is usually the first 
attempt, and many a salesman gives up because he failed 
to influence the one customer. 


Your mind works in two ways. One, the way you recog- 
nize when you are aware of your thinking. In this way 
you do your daily work and reason and analyze. You ac- 
cept or reject propositions at will. This part of your mind 
guards your welfare. It protects you against bodily harm 
or other injury, if used properly. 


The second way in which the mind works may be said 
to be the secret mind. It does not reason much but it will 
believe anything without asking questions as to why or 
wherefore. I¢ is the child mind within all of us that pre- 
serves all the impressions, both good and bad, from our 
past experience. At every moment when we are using the 
reasoning mind, this other mind will either help or stand in 
the way. Now, then, all that is required in order to bring 
out your leadership is to realize that there is a false opinion 
regarding yourself in this secret mind which holds you 
back. Bring it up into the clear light of your reasoning 
mind and the trick is turned. What you have learned in 
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the past you can unlearn in this way, so that you may go 
ahead with your job free of the chains that hold you down 
to an old idea of yourself. 


Imagination 


Do you look at things as they are or as you want them 
to be? What a simple question this appears to be and 
yet how much is involved in it as bearing on your success 
in the everyday world. If you view things as they are 
you will handle them efficiently. If you let your imagina- 
tion rule you so as to think things are other than what 
they really are, you will find yourself in ‘‘hot water,’’ so 
to speak. 


For example, you may select a list of prospects for your 
proposition with no other thought than that they are likely 
to buy. You have a feeling that they will buy, a sort of 
a ‘‘huneh,’’ and you go ahead on this basis. After spend- 
ing a great deal of time and effort, you may find that the 
principal reason why you expected them to buy was the 
mere fact that you wanted them to buy. Your wish was 
so strong that you mistook it for judgment. Perhaps a 
simple analysis of the needs and interests of this particular 
list of prospects would have saved you much labor and dis- 
couragement. The difference between the efficient and the 
inefficient salesman is that the one has definite information 
to guide him, while the other rests mainly on the hope 
that he is right. Hope is a splendid quality but you nust 
not allow it to mislead you. Hope is desire from your 
personal standpoint, but it may not fit in at all with the 
conditions you meet in selling. 


Do you remember your childhood when a broomstick be- 
tween your legs served as a horse and you galloped around 
with as much pleasure as if it were really a horse? The 
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reason this satisfied you was because your imagination sup- 
plied all that was lacking. Again, you made a row of chairs 
represent a train and you played conductor. What did it 
matter to you that it was a far cry from a row of chairs 
to a train? 


All this playing, imagining, and make-believe helped to 
train your mind. It made you reach out toward the out- 
side world with its many interests, and kept vou active, 
physically and mentally. This was a stage in your train- 
ing, and imagination served its purpose during those years 
when you could not have the real things you craved. The 
imagination supplied whatever was lacking. 


But there comes a time when a man is no longer satis- 
fied with make-believe. Pretending you are rich does not give 
you the money with which to buy what you want. You can 
imagine that you have what you want, but you grow tired 
of deceiving yourself. Imagining that you are sitting down 
to a splendid dinner will not satisfy your hunger. It is 
said that people in the desert who run out of water imagine 
that they are drinking long draughts of cool, sparkling 
water, but this does not keep them from becoming ex- 
hausted. Nature cannot be satisfied with imagination. 


Imagination may be a great help to the salesman in 
working out original ideas, but it must always be held in 
check by the facts involved. The story is told of an ori- 
ental salesman who was carrying a tray of glassware for 
sale. The day was hot and trade very dull. The native 
fell into a pleasant day-dream. He fancied that he had 
sold all the glassware on his tray and had netted a hand- 
some profit. He bought a new supply and sold out his stock 
again. With his capital he bought a pig. This pig had 
{little pigs, and when they were grown he made a long 
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profit on their sale. He dreamed on and on until his profits 
made him the richest man in the land. He built himself 
a beautiful home on a vast estate and was waited on hand 
and foot by a retinue of servants. Finally, the picture in 
his mind raised him to such exalted heights of pleasure that 
he gave a great ery of joy, threw up both his arms, and 
shattered every bit of glassware on his tray. Then he 
burst out with a wail of grief and bemoaned his fate. 


There is a valuable lesson for the salesman in this little 
story. It never pays to look so far ahead that the present 
is neglected. Step by step the salesman must build solidly. 
Then he will enjoy what he actually accomplishes with no 
danger of regret and discouragement. You would not trust 
a banker who is fanciful or over-imaginative and who is 
always telling what is going to happen in the future, with 
no real facts to back him up. What you expect from the 
banker you can just as well expect from the salesman. 
The salesman’s job is to sell goods in such a way that he 
can come back and sell more goods. Confidence in the 
salesman is built on the same principle as confidence in 
the banker. The salesman who is up in the clouds most 
of the time cannot expect to attract a following of real value 
to him. You ean think of plenty of men who talk a great 
deal about their elaborate plans, but it doesn’t mean any- 
thing. 


Check up on yourself in this respect. See if you are 
inclined to build aircastles. Find out how much satisfae- 
tion you get from day-dreaming. Then compare your day- 
dreams with actual conditions. If you find that much of 
your attention is used up in future pleasures, come down 
to earth and realize that the future looks so good only 
because it is far away. The real fun is in the present 
where you don’t have to twist facts to gain pleasure. 
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SUGGESTIVE QUESTIONS 


The man who is thorough and painstaking checks up on 


everything he does. He puts conscience as well as his 


pride into his work. He is not afraid to examine a finished 


work. 


lessness. 


The slip-shod worker is the victim of his own care- 


He is crushed by the structure he attempted to 


build on a foundation of sand. 


He 
iL, 


bo 


i. 


to 


LY, 
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System. 


May the use of system require diversity of method 
in doing practically the same thing? 


Into what two parts should well planned work be 
divided? 


In what sense may there be too much system in 
salesmanship ? 


Responsibility. 


How should the salesman’s sense of responsibility 
concern himself and his house? 


To what. extent and in what way can this state of 
mind be developed? How does it arise? 
Leadership. 


What is meant by leadership? How many per- 
sons must one be able to lead in order to be a 
leader ? 


By what process can this power be developed? 


What are the things that prevent one from being 
a leader? 
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Imagination. 
What is the relation of imagination to reality? 


Give an example in which imagination can run 
away with us and be damaging rather than serv- 
iceable. 


When is the building of aircastles a constructive 
process? 


SECTION VI 


YOUR GENERAL INTERESTS 
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SECTION VI 
YOUR GENERAL INTERESTS 


Your Work 

Work is the very root and source of life. Without work 
man could never have risen from a savage state. It is 
doubtful whether he could have lived at all without work. 
Your own energy is always trying to free itself from any- 
thing that holds it back, striving to go onward and upward 
and to create new situations. 


In order to do this your energy must overcome forces 
in the world that resist you; it must tear loose from other 
forees that drag you back and free itself from the laziness 
that seeks to hold you down. A battle is constantly being 
waged between your energetic self and those habits that 
are opposed to your best: interests. If the battle is won, 
your work will raise you to a higher plane in life; if the 
battle is lost there comes failure and an all-around letting 
up of your energy. 

With each new victory that you win over yourself you 
will notice an increase of interest and ambition. Work 
will become more and more a real pleasure to you. Inter- 
est and ambition are just the signs of your successful 
efforts and adjustment to the world. Any desire that de- 
mands action to satisfy is an ambition. To satisfy the 
ambition you must perform the action required. There 
is no other way out. 


When ambitions are realized, not only do you feel a 
sense of satisfaction, but new ambitions come up as the 
result of further demands. The healthy body continues to 
manufacture energy that demands expression. When a 
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man is sick he seems to have no ambition or interest, be- 
cause his supply of energy is not only diminished but it 
is being used up in his fight against disease. The healthy 
mind works the same as the body in creating desires to be 
satisfied. When action fails to follow desire, the energy is 
used up in fighting the forces of habit that stand in the 
way. In this way you can think of many habits as you 
think of a disease. 


When you are interested in your work, you see the possi- 
bilities through that work of satisfying your ambition. 
Anything that seems to provide a chance for satisfying 
vour inner desires acts like a magnet in drawing to it your 
energy. This is the explanation of interest. 


To be genuinely interested in your work as a salesman 
means that you have taken the first step towards successful 
selling. One way in which you can prove whether or not 
you are really interested is to ask yourself this question: 
‘‘Does my work give me real satisfaction, or do I get more 
satisfaction from doing other things?’’ If you are inter- 
ested, you will have a feeling of wanting to keep at it be- 
cause it adds to your enjoyment; if not, you will feel 
relieved when you stop work. 


Are you ambitious? Is your energy tugging away at 
you to get out in the open with your proposition and meet 
each obstacle as it arises with clear judgment and deter- 
mination? If you don’t go at the selling game this way, 
it is better to drop everything else and build up your atti- 
tude toward your job. Selling is as truly a game as golf 
or tennis. It has possibilities of giving you even greater 
pleasure than these because it brings with it a steady 
growth of your personality and an ever-widening influence. 
Whenever you put over a deal you score one more point in 
the game. 
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Look back upon your life and review the desires that 
you have had. To what extent have you satisfied them? 
Taking it for granted that many of these desires were 
such that you would not want to satisfy them now, pick 
out a few of the useful ones. How many of these have 
you satisfied? By this time you are probably thinking of 
a number of desires that you have put away in the past 
with regret. Why did you drop them? 


The answer to all this lies in the one word, ‘‘action.’’ 
Failure to act is responsible for keeping you from gaining 
what you want. To have a desire without taking steps to 
satisfy it brings pain. Action relieves this pain. 


When you are aware of a desire and your judgment tells 
you that it is reasonable, you may be sure that you will 
find the energy back of it to gain your ends. This must 
be so because desire is the creator of energy. Few people 
believe this, with the result that their desires torment them 
for want of action. ‘‘ What’s the use,’’ they ask, ‘‘I can’t 
do what I want to do.’’? They will tell you that they know 
what they want to do, they know what is good and proper, 
but for some strange reason they are unable to translate 
their ideas into action. They are unable to carry out their 
good intentions. This means that they are at war with 
themselves. For every advance forward there is a stronger 
force within them denying their ability to put it across. 


Stop the kind of thinking that holds you, that makes you 
believe that conditions are unfavorable. You will find 
that it is you hanging on to conditions. Look away from 
yourself and seek to enjoy your every action. Then things 
will come your way. What looks hard becomes easy with 
a generous mixture of real interest and action. 
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Your Recreation 


It is an old saying that doing the same thing for too 
long a time will make a man stale. When you have had 
a busy day calling on your customers and your work has 
demanded a great output of your energy, it is good to turn 
to something entirely different as a rest for your mind. 
This is the true meaning of recreation. Merely to change 
to another kind of work will rest you and keep you fresh 
for the next day’s selling experiences. 


When you enter the profession of salesmanship, make 
up your mind to become a broad-minded man by interest- 
ing yourself in many things outside of selling. It will give 
you that kind of contact with people which will make you 
a better salesman. 


Interest yourself in sports. If you cannot find time to 
play an outdoor game, read the newspaper accounts of 
sporting events. In the United States, interest in sports 
is very great. From the grade schools up through college, 
in factories, parks, playgrounds, and ecivie centers, sports 
occupy a large place in the interests of millions of people. 
The salesman who is too serious to follow this important 
phase of our national life will find himself out of harmony 
with the masses. 


It will keep you in good trim to have a hobby. Many of 
your best sales plans will be quietly formed in your mind 
while you are engaged in some pleasing diversion. The 
eare of a garden, music, walking, painting, the theatre 
at the close of a good day’s work, conversation with men 
of affairs, lectures, and similar diversions are all splendid 
hobbies for the busy salesman. They give him a new lease 
on life and lead him back to the next day’s work with re 
newed interest and vigor. 
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And now a word about reading, perhaps the most de- 
lightful recreation of all. Reading arouses ambition by 
picturing to you the doings of other men. It brings to 
your mind the joy and pain of life, the struggles and vic- 
tories, the right and the wrong, the adventures and dangers 
of far-away places. Books, magazines, and articles make 
you acquainted with the kind of people you are likely to 
meet in selling without referring directly to selling. The 
more you know about people the more you can sell. Under 
the cloak of pleasure, reading develops your selling ability 
by making you acquainted with facts concerning the world. 


It is a well-known fact that many successful salesmen of 
a serious turn of mind enjoy detective stories. The excite- 
ment that they lack in their everyday experiences is sup- 
plied by this type of story. At heart each one of us is an 
adventurer. You never lose your appetite for novelty and 
excitement. It is something deeply imbedded in your mind 
from earliest childhood. If your daily duties do not supply 
this need, you can get it from reading. People who really 
lead exciting lives are apt to read the most serious books 
on science and philosophy. 


Recreation or seeking for pleasure is not all there is to 
life, however. If your work as a salesman has as its aim 
the gaining of pleasure alone, so that you will not accept 
any pain along with the pleasure, it will keep your mind 
operating at a low level. If it has an element in it of 
doing better work by means of doing it under pleasurable 
rather than disagreeable circumstances, it is worth while 
only from the point of view of the work actually done. If 
you do your work regardless of the pleasure or pain it may 
entail, but only with a view to its productiveness, you be- 
come a salesman of the highest type. 
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The world of reality in which you live as a salesman 
consists of those things with which you are surrounded 
and afford you an opportunity of controlling them. If 
you sell a house, or an automobile club membership, or a 
patent mop, or even a tack that will be used to hold some- 
thing useful in place, you are by so much expanding your- 
self. Any use of your effort is a development of yourself. 


If, on the other hand, you sit down and imagine what 
you would like to do, and know at the same time that 
you never will do it, you are in the condition of an infant 
playing with itself. But if you will realize the difference 
between yourself and the outer world and see that your own 
growth and development depends upon the kind of work 
you do, you will, with increasing enjoyment, shape your 
surroundings to your ideas. 

In this way, selling itself will become a kind of recrea- 
tion for you because it will bring you the satisfaction that 
means true recreation. By enjoying varied actions and 
interests, you can keep yourself constantly alert and full 
of ‘‘pep.’’ One of the most enjoyable features of sales- 
manship is the fact that it differs from day to day—and 
change is the secret of recreation. 


SUGGESTIVE QUESTIONS 


A well-balanced life comprises those things that con- 
tribute to the real end of living. A man can burn out at 
the roots by the fever of work; the man who does nothing 
is a cipher. 

I. Your Work. 


1. Are we constituted in such a way that work is an 
absolute necessity of our nature? 


2. In what sense is work an overcoming of resistance ? 


it 
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At what point in our activities do we become satis- 
fied ? 


When we lack interest in our work what does work 
become ? 


What is it that drives us to our work and that 
makes it enjoyable and wholesome? 
Your Recreation. 


How does the separation of this word into two 
parts give you its real significance—re-creation ? 


Does recreation necessarily mean a complete ces- 
sation of activity? 


What is an excellent form of recreation that is not 
apart from work? 


When is reading a recreation? 
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SECTION VII 
YOUR HEALTH 


Physical 


The Chinese follow the custom of paying the doctor 
as long as he keeps them well. When they are sick the 
doctor’s pay stops. The prevention of disease is of the 
greatest importance to the salesman, because his mind can- 
not work clearly and freely if his body is out of order. 


If you strike out the serious defects that are inherited 
you will find that salesmen, like other people, can lay most 
of their physical troubles to their living habits. In the 
first place, few salesmen drink enough water. This results 
in working their kidneys overtime to take care of the waste. 
The force of habit is so fixed in many men that any attempt 
to make them drink enough water is resisted. The sole 
value of many distasteful drugs depends upon the patient’s 
efforts to get rid of the taste by drinking water. Plenty 
of water is nature’s oldest remedy for many ills. 


Eating habits are as firmly fixed as mental habits. 


You may get into the habit of eating certain foods which 
you will eat to the exclusion of all others. You can give 
no reason why you do this, except that you like them. If 
you were to suggest a change of food to many men they 
would look at you stupidly and tell you they don’t like 
other foods, and really do not think any one else eats them. 
Such men are often more sinned against than sinful, as 
they are compelled to eat at the table of some good woman 
who would do better working in a shoe factory than at the 
important task of feeding human beings. She reminds 
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you of an old-fashioned music box that has a few tunes; 
they may have been good tunes in their day, but they have 
been played until everyone is sick of them. 


Many people who have been working hard do not change 
their habits of living even when on a vacation, and when 
they get on ‘‘easy street’’ you may see the sight of a really 
strong person suddenly breaking down in health. The 
fact is that the human being is a machine that must be 
stoked carefully according to the output desired. It has 
this disadvantage over a machine, however, in that it needs 
many different things to keep it in working order. 


With the active life that you lead as a salesman, you 
should know the value of food-stuffs, their energy produc- 
ing value, their use in the body, and the kind of waste that 
they produce. Know what a balanced ration means. It is 
good to know the possible foods for the body and why each 
is used. 


In the carbohydrate foods, such as starches and sugar, 
we have clean coal that does not clog the furnace, it leaves 
a clean ash and does not throw any waste on the over- 
worked kidneys to be removed. The vegetable foods give 
you certain salts like sulphur, iron, and the like, together 
with much of the plant substance to give bulk. Fruits 
give you the acids so necessary to keep the chemical bal- 
ance. In some cereals we get a clean fuel with traces of 
important salts. 


The eating of meat is an acquired habit, one that re- 
quires a good liver to protect you from harm and a good 
digestive system to convert this material into energy. 


It would be unjust to state that meat is always harmful, 
because many people seem to thrive on it and some seem 
to require it. But it is advisable, as a rule, to eat it spar- 
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ingly. Those who do hard manual labor seem to digest 
meat better than those who work mostly with their brains. 


You may not realize the strong influence of habit on 
your health. It is one of those traits of the human mind 
that binds you with chains without attracting your notice. 
The number of salesmen who are victims of habits injur- 
ious to the health is alarming. 


One of the most harmful habits to be observed among 
salesmen is that of eating an unbalanced diet, either be- 
cause of the fact that they are compelled to eat in certain 
places or because they do not know what to eat. A good 
deal of mental irritation and discouragement may be laid 
to certain forms of food poisoning, the result of an un- 
balanced diet, a condition which may be speedily remedied 
by simply regulating the diet, thereby restoring a healthy 
state to the body and peace and harmony to the mind. A 
balanced diet consists of a variety of foods with plenty of 
fruits and vegetables. 


Many diseases are due to overeating. You may have a 
cook who is unusually skillful and who prepares the food 
so well that your appetite is tempted away beyond your 
natural requirements. This excess of waste throws addi- 
tional work on your system and causes a strain that gradu- 
ally brings irritation and a loss of efficiency. 


Space forbids going fully into the subject of your phy- 
sical health. You may read any number of books that 
will give you definite information about foods, exercise, and 
your general welfare. It is well to bear in mind, however, 
that attention given to health may be easily carried to ex- 
tremes. People are apt to become one-sided in reading 
articles on health. One or more of these theories will be 
presented so forcefully that other important matters are 
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neglected. One writer will tell you that everything de- 
pends on food, another on exercise, another on breathing, 
sleeping, praying, or some other activity. Do not allow 
yourself to cling to one theory so strongly that you neglect 
other important ideas of health. In fact, when you are 
healthy and working like a well-oiled machine, you need 
think little about your health. 


Exercise 

Many men take systematic exercise but few really bene- 
fit from it. They view exercise too much as a task in- 
stead of a pleasure. In order to be beneficial exercise must 
be closely linked with feelings of pleasure. Any movement 
that meets with mental resistance will do more harm than 
good. 


This mental resistance to exercise is after all a matter 
of false belief. We grow up with the idea that any form 
of effort is work and therefore disagreeable. Work is. 
linked in the mind with ideas of pain. How inconsistent 
this idea is may be seen in the enthusiasm shown when the 
same effort or even greater effort is made in a game. 


Volley ball, hand-ball, golf or tennis require more effort 
and exertion than simple exercises performed at home. 
But the ideas associated with a game are those of pleasure. 
For that reason a man consents to exercise, calling it fun 
instead of work. By cultivating the feeling of pleasure 
in the movements of exercise, a man may not only benefit 
much but he will correct his thinking so as to become a 
better man all around. If he finds too much difficulty in 
enjoying his exercise privately then the best thing to do is 
to play some type of game several times a week. 
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Exercise is necessary to keep a salesman in good condi- 
tion. Even if he walks a good deal he needs additional 
exercise to keep other muscles in his body active. With 
the general use of automobiles, even walking has been cut 
down. Exercise ‘‘on the hoof,’’ has always been considered 
a necessity for human beings. As long as you get uniform 
activity of the muscles it does not matter much what 
form of exercise you select. But do not neglect this. It 
will mean additional years to your life and added efficiency 
in your work. 


Breathing 


There is an old saying that ‘‘the breath is the life.’’ 
What the draft is to a fire to keep it going the breath is 
to the bodily processes. Materials are burned by means 
of the oxygen intake just as fuel is consumed. For this 
reason breathing is an important consideration for health 
and an energetic manner. Bad habits of breathing have 
so dominated most persons that this action needs attention. 


Breathing, while the most natural and necessary action 
of life, may be, and often is, so perverted that weak speech 
results, and often sore throat and loss of health. Lie down 
and breathe as naturally and as easily as in sleep, and you 
will notice that the main activity in breathing is in the 
middle of the body. In all normal breathing, the center of 
its activity corresponds with the center of gravity. 


Observe laughter and notice that real laughter affects 
the middle of the body. It increases and centralizes breath- 
ing and opens the throat. Labored or forced laughter has 
the opposite effect. Be sure to breathe in the middle of 
the body, allowing no motion of the shoulders. Your voice 
will be thus improved and you can talk for hours without 
tiring. 








 ————————— 
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One important test of the correctness of your breathing 
is the ease with which you speak. Centralizing the breath 
causes a sense of restful ease to diffuse itself over the body. 
Ease is one of the essential qualities of speaking and it can 
be established only through right command of the breath. 


The thinking determines the number of times we breathe. 
One who thinks vaguely always breathes too seldom. Think 
of each of your ideas separately, give attention to each sue- 
eessive idea and the rhythm of your thinking will regulate 
the rhythm of your breathing. This will build both per- 
sonality and health. 


Mental 

Your mind, like your body, is made strong or weak by 
action. The blacksmith who uses a sledge hammer day by 
day develops muscles of steel, while the man who lifts no 
greater weight than an order book from week to week 
has arm muscles that are flabby. The man of ability dif- 
fers from other men because of his exceptional attention 
given to one subject. In any line of work the individual 
who becomes proficient is he who most persistently gives 
attention to his specialty. The particular line of thought 
to which you constantly give your attention and in which 
you act, makes you what you are. 


To be strong, capable and free is the ideal that every 
man wishes to attain, but you cannot gain strength of 
mind and character by neglecting your body, for one is 
so dependent upon the other that they actually support 
each other. 


Use your faculties, live, grow, and develop, is a law of 
nature from which there is no escaping. Some day, sooner 
or later, you will realize that your life is a fight between 
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yourself and the world. Your interests are so intertwined 
with those of others, however, that you cannot afford to 
leave the great mass of other people out of consideration. 
Yet you must stand on your own feet, see the world with 
your own eyes and solve the problems of life with your 
own mind. 


To be prepared for this battle—this contest—your body, 
mind, and character must be trained as early in life as 
possible. Whatever you experience becomes imprinted on 
your inner mind and influences you in every action. Life 
itself is the greatest reason for living, and the highest de- 
velopment and expression of your inner, real self makes 
you capable of enjoying life, not only for your own sake, 
but because there comes to you a double pleasure of being 
better prepared to help make life more worth while to 
others. 


Since each one of us is given a tiny portion of the 
wisdom, intelligence, and force that exists in the universe, 
the highest privilege that you have is that of being a 
chooser; the privilege of choosing between what shall and 
what shall not receive your attention. The ideas that you 
encourage become strongest, last longest, and exercise the 
greatest influence on your habits of thought and action. 


Even with the thoughts that crowd themselves upon you, 
unwelcome and unbidden, when you are all unaware of 
their existence, and which come as the result of your former 
experience, you can to a large extent encourage those that 
are desirable and change others that are undesirable. But 
even if you can only partly keep back your undesirable 
memories, you can choose and decide what shall in the 
present and in the future claim your intelligent attention. 
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Everything that claims your attention persistently is 
‘*food stuff’’ for your inner self, for your secret self, that 
remolds and rebuilds your physical and mental structure. 
As a chooser, then, it is your privilege to be open and re- 
ceptive to whatever is true and useful; what ever will 
bring you the best that life has to offer in order that you 
may contribute your share to the general welfare. In 
salesmanship, for example, when you meet with something 
that is not good and useful for your best growth and de- 
velopment, have the courage to reject it, even though it 
has the time-honored consent of people in authority. Let 
the truth sum up the case for you and guide your actions 
according to the best knowledge at your command. This 
is the way to correctly train your own real self. 


Since you realize the power of mind over mind and the 
influence of the mind upon the body, both for your own 
good and for the benefit of others, try to encourage mental 
states that are hopeful, optimistic, and cheerful. You can 
just as well look on the bright side and try to say and 
do something helpful. As you sow, that shall you also 
reap, is the law of nature in both thought and action. 
Whenever you encourage others in this way you are at 
the same time helping yourself. 


Independent thinking and strength should be your high- 
est aim in life. Your great inner self, with its millions 
and millions of living cells of brain, blood, bone, and 
muscle, all sources of energy, is for you to educate, train, 
and develop. You are the maker of yourself in a far 
greater way than you perhaps think. When once you 
become strong enough to think for yourself and to rely 
upon the powers within the cells of your body, then those 
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experiences that. would discourage a weaker person, and 
affect his health and mind, will become wholesome exer- 
cise for you. 


Within you is an ideal man, far superior to the person 
you think you are. It should be your constant endeavor 
to bring out the qualities of this hidden personality so 
that you can be more and more yourself. What you will 
be in the future depends upon your habits and thoughts 
of today. No statement is more true than that by con- 
stant endeavor you can steadily gain in strength of body, 
mind, and character. 


The great trouble with most people is that they do not 
appreciate the natural possibilities of the cells of their own 
bodies, which are ever ready to be trained into active, use- 
ful service. Others are satisfied with themselves as they 
are and drift along day after day without making any 
effort at self-development. These people are almost wholly 
dependent upon others to think and do for them. Depend 
upon others to think and act and do for you and you will 
become incapable of thinking, acting, and doing for your- 
self. That which makes you strong in all the qualities of 
self—social, intellectual, physical, moral, and industrial— 
is made up of action, effort, concentration, persistency, and 
determination. 


When you recognize your defects and have a desire for 
self-improvement, you are already on the road toward 
higher growth and development. If you feel that you are 
self-sufficient and are all that you care to be, then you 
have not been stirred by the thoughts that induce effort. 
You are then unfortunate in not having been awakened to 
a knowledge of what you are compared with what you may 
become. 
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The problems of health are the problems of life itself 
and are concerned with all questions of human interest. 
Body, mind, and character merely reflect what has been 
tucked away in the hidden parts of your brain, with its 
inherited or acquired habits, instincts, or desires; and these, 
like the flowers in a garden, need to be continually up- 
rooted and reset. The false, barren, and useless are to be 
rejected and new varieties planted in keeping with know- 
ledge and experience. 


Surely this thought has a practical application in sales- 
manship. Stand any day you choose on a street corner 
and see the crowd as they pass, and with pencil and paper 
in hand, make a mark for everyone who is weak and lack- 
ing the qualities of a normal, healthy person, and you will 
find that at least fifty per cent have weak bodies and de- 
fective nervous systems. 


Those who are sick need to be taught how to keep well, 
how to eat, how to drink, how to exercise, how to work, 
and how to sleep—in short, how to live. More than at 
any time in any age do you need self-reliance and the 
feeling of independence and freedom. This is your right 
when you have achieved sufficient selfhood to dare to stand 
by your convictions. 


Self-reliance is nothing more than your own recognition 
of your ability to act, think, and live according to your 
reason and judgment. Your problem is different from that 
of the next person. While we may not all be born ‘‘free 
and equal,’’ as far as training and wealth are concerned, 
we are all born with the privilege to think, act, and do 
for ourselves, that we may find health and happiness. 
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If selling has a mental basis, and if the mind is depend- 
ent upon the underlying condition of the cells, it follows 
that good health is one of the prime conditions of sales- 
manship. Whatever affects the general health will affect 
your selling ability. Indigestion, headache, a tired body, 
insufficient food or rest, all affect the condition of your 
brain. There must be a sufficient supply of good healthy 
blood, and its free circulation must not be interfered 
with. When there is intense brain action a powerful cur- 
rent of blood is sent into that organ to supply fresh ma- 
terial and carry off the worn-out cells. Paleness of the face 
in fainting, redness with blushing, cold feet while studying 
hard, and similar phenomena are proofs of the distribution 
of the blood according to the mental state. 


When your body is fresh and vigorous and well supphed 
with healthy blood in the arteries, your impressions are 
clear and usually lasting. But when you are exhausted 
by fatigue, or you suffer from want of nourishment or weak- 
ness of blood, your impressions will be dull and made with 
difficulty. Bodily vigor is thus the foundation of a good 
mind. It is true that some men of feeble body have been 
wonderful salesmen, but a person in health always works 
better than when he is weakened by disease. 


Therefore, pay attention to the laws of health. Keep 
your body at a high water mark. It is a mistake to sit 
a whole day long trying to memorize a sales talk until 
you become weary and nervous. Go out and take some 
exercise, it does not matter much what it is, until the blood 
is made to flow through every vein and artery, and the 
flush of new life comes into your cheeks. Then, after a 
few moments of rest, take up your work and you will 
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accomplish far more than you could possibly do by the 
painful process of continuous poring. What is more, you 
will train your mind in the right way, so that you will 
retain more easily what you learn. 


After all is said and done, a good deal of your physical 
and mental health will follow the success that you win 
as asalesman. Push forward in this training. It is always 
easier to keep in trim when things are going well. Suc- 
cess gives you enthusiasm which, in turn, makes your 
work a pleasure. Pleasure puts new life into your blood 
and brings out your best qualities. 


Getting your prospect’s name on the dotted line is as 
much of a habit as any other habit. After you do it a 
few times you get so used to it that all your forces work 
together in that direction. No longer will it be necessary 
to study out your sales talk and your every action. All 
will work by itself without fear, without worry, and with- 
out hesitation. You will become a well-oiled machine that 
delivers the power expected of it as long as it is well taken 
eare of. 


Get into the harness now and so develop your real self 
and your real personality that it will brush aside all handi- 
caps that you have acquired in the past. Your oppor- 
tunity is at hand, and your real self is eagerly waiting for 
the time to make of you a big man, a man of influence and 
fortune—a successful salesman. 


SUGGESTIVE QUESTIONS 


The fundamental fact of salesmanship is the salesman. 
Man-building, building the man, is essential to building 
the sales. What you put into the sale is YOURSELF. 
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How much of this do you have to put into the process cf 


selling ? 


In the measure in which you are well built— 


physically, mentally, morally—will you successfully rear 
the structure of your activities. 
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Physical Health. 
What are the causes of many of the failures experi- 
enced by salesmen ? 


What physical habits are we liable to get into and 
not note their wasteful effects? 


What do you consider a healthful combination of 
food? 

Why do some people dislike to take any kind of 
exercise ? 

What one kind of exercise can everyone take if 
denied the opportunity of games? 

In what way do the majority of people breathe? 
What is the effect upon health of right, deep 
breathing? 


Mental Health. 

In what respect are the mind and body alike? 
What is meant by independent thinking and why 
is it so essential? 

Why is mental development so essential in sales- 
manship? To what extent does successful selling 
depend upon mental fitness? 

Guided by measures employed for the building up 
of the body, how, in like manner, would you pro- 
ceed to build up the mind? 
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